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VITALITY--: 
PROGRESS - - - 


These three visible factors, eminently characteristic of this youthful giant, 
eighteen months old, make 


THE GREAT AMERICAN LIFE 


typically and fundamentally 
A "Depression Proof'’ Company 


The progress and achievement of this institution are 
written not in the blatant motif of quantity, but in 
the pure gold strain of quality—a monument, as it 
were, to endure through the years, typifying the 
solidity and strength of the legal reserve system. 








A few attractive agency +O 
franchises are yet avail- 
able in Texas and 


Colorado, Insurance in force exceeds $10,000,000.00 


Approximately 75°, of the company's assets are invested in UNITED STATES GOV- 
ERNMENT AND HIGH GRADE MUNICIPAL BONDS. (99°, of our gross investments 
were purchased after January |, 1930). CAPITAL AND SURPLUS is now over 
$400,000.00. 








THE GREAT AMERICAN LIFE INSURANCE CO. 


|| | Chas. E. Becker, President 


SAN ANTONIO, TEXAS 


| 
(With which has been consolidated the Continental National Life) 
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This is one in a series of advertisements 
devoted to an exposition of those intan- 
gibles which make Chicago “a city with a 
personality.” 
aR 

The Illinois Life through these advertise- 
ments pays homage to Chicago. Being the 
oldest legal reserve life insurance company 
now active, to be chartered by the State 
of Illinois, and having maintained “head- 
quarters” in Chicago for thirty-nine years, 
the Illinois Life feels justified in this effort 
to offset some of the unfair publicity 
which Chicago has received by presenting 


a glimpse at the other side of the picture. 





Raymond W. Stevens, President 











MA ) ies Angle 


TOO OFTEN HAS CHICAGO BEEN 
maliciously libeled in the public prints. Too often has 
the slanderous gossip had his say. * It is time the true 
picture of Chicago be painted for the world. Chicago 
admits her faults, and, in company with many of her 
sister-cities, is trying valiantly to eliminate them. But in 
fairness to a great city we should lay some emphasis 
upon those qualities and characteristics which have brought 
Chicago to the high place she now occupies in the 
world, « Observe our city from a new angle; growin§, 


throbbing, building, beautifying. Facing a golden future. 


ILLINOIS LIFE INSURANCE CO. 


ILLINOIS LIFE BUILDING « CHICAGO a 1212 LAKE SHORE DRIVE 





CHICAGO: A GOOD PLACE TO 


LIVE, A GOOD PLACE TO WORK 
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CONTRACTS FROM CONTACTS 


Why do some agents sometimes drop their newly acquired policyholders like the proverbial “hot 
potato”? If the underwriter has delivered a policy which is needed by his client, he has every reason to 
be proud of his accomplishment. It is not only his obligation but a splendid and remunerative oppor- 
tunity for him to service that client until the maturity of the contract. 


A successful Equitable underwriter summarizes as follows the advantages to him of maintaining a 
close personal contact with his policyholders: 


| (1) “It has reduced my lapses to a minimum, and therefore my renewal account 
is ‘depression proof.’ 


(2) “It has established many of my clients as substantial ‘Centers of Influence’— 
the finest source for new prospects.  « 


(3) “I can sell more new business with less effort to my old clients than I 
could ever sell to new prospects, because 
(a) “I do not lose time ‘trailing’ prospects who cannot buy 
or cannot be sold. 
(b) “It is less difficult to ‘get in’ for an interview. 


(c) “I have a previous knowledge of my client’s needs and 
affairs. 


(d) “Sales resistance is partially overcome before the inter- 
view commences, 





(e) “My average sale to an old client is over $6,000 while 
my sales to new clients average about $3,500.” 


The contacts that an underwriter maintains with his clientele will distinctly increase the number of 
contracts he writes. 





The Equitable Society has openings for men who have had some business experience but who are not now identified with 
the insurance business. It never seeks to win to its service those who are identified with other companies. It prefers to train 
its representatives from the beginning in accordance with the Society’s established principles and usages. Such men will have 
nothing to unlearn about the insurance business. 


Those who represent the Equitable in the field will render a useful service in their several communities by bringing into the 
business men of integrity, intelligence and industry who are anxious to find a congenial occupation, WHICH HAS A FUTURE, 
| and which offers INCREASING prosperity as time passes. - 
| 


THE EQUITABLE 


| LIFE ASSURANCE SOCIETY OF THE UNITED STATES 
393 Seventh Avenue New York 


\| 
| Thomas I. Parkinson, President 
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Silver Anniversary 
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panies now operating. This remarkable advancement 
has been characterized by unvarying financial stability and ex- 
cellent treatment of policyholders and representatives. 


The 1932 Semi-Annual Report of the Company shows that it is 
stronger than ever. Its increase in assets to more than $56,000,000 
is evidence that this strong and aggressive organization is forging 
ahead to greater size and strength despite the business depression. 


The representatives of the Jefferson Standard are due much credit 
for the success it enjoys. Working under a liberal contract, and 
provided with a full line of both participating and non-partici- 
pating policies that are designed to fit every life insurance need, 
the agents of this Company continue to make new production rec- 
ords. We appreciate them as the finest and most loyal sales organ- 
ization of which any company can boast. 


Jefferson Standard 
Life Insurance Company 


Julian Price, President 
Greensboro, North Carolina 


PON August Seventh the Jefferson Standard cele- 
brates its twenty-fifth birthday and ends its first quar- 
ter-century of growth and accomplishment. The Com- 
pany’s record during these twenty-five years is well 
known in the insurance world. Beginning business on 
August 7, 1907, in 112th position, the Silver Anniver- 
sary of the Jefferson Standard finds it occupying 33rd 
place, in regard to ordinary business in force, among 
the more than 400 legal reserve life insurance com- 
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Thompson Looms 
as Next President 


No Contest in Sight in National 
Association of Life 
Underwriters 





CONTRAST TO LAST YEAR 


Suggestion Made to Defer Discussion 
of Proposed New Constitution, 
By-Laws Until 1933 





NEW YORK, Aug. 4.—In contrast 


to last year when the presidential bee 
was buzzing in the bonnets of many 
life underwriters and their friends, there 
seems to be a complete absence of polit- 
ical activity in connection with the ap- 
proaching convention of the National 
Association of Life Underwriters in San 
Francisco. 

Charles C. Thompson of Seattle is the 
ranking vice-president of the National 
association. Although the by-laws do 
not set forth that the various vice-presi- 
dents are to be advanced a grade each 
year until reaching the presidency, and 
although that practice cannot be said to 
have been established by precedent, Mr. 
Thompson is the natural choice. Op- 
position has not developed, rivals have 
not appeared, and it is the natural as- 
sumption that he will be elected to suc- 
ceed Elbert Storer of Indianapolis in the 
presidency. 

Thompson's History 


Mr. Thompson has been manager for 
the Metropolitan Life at Seattle for 22 
years. A native of Indiana, he entered 
the service of the Pacific Mutual Life 
as an agent at Helena, Mont., in 1901. 
The industrial business of the Pacific 
Mutual being taken over by the Metro- 
politan later that yedr, Mr. Thompson 
joined the latter company as an assist- 
ant superintendent. He served in vari- 
ous cities in the Pacific northwest and 
in 1908 was appointed manager of the 
Seattle-Tacoma district. He has held 
every office in the Seattle association, 
has been chairman of the legislative 
committee of the Washington State Life 
Underwriters Association, has repre- 
sented the Association of Life Insurance 
Presidents in legislative matters in 
Washington and has been president of 
the Metropolitan-Northwest Managers 
Association, 

There has been little discussion of the 
proposed radical revision of the consti- 
tution and by-laws of the National as- 
sociation, which would change the elec- 
toral method and the qualification of 
candidates, as well as recasting the en- 
tire structure of the association. 


Tentative Draft Out 


A tentative draft of the new proposed 
y-laws was put out in March of this 
year by the drafting committee, headed 
by George E. Lackey of Oklahoma City 
as chairman and O. Sam Cummings of 





Value and Stability Is Seen 





Life Insurance Has Been Put to Rigid Test During These 
Trying Times and Its Worth Is Now Highly 
Appreciated 





By JOHN M. LAIRD 


President American Life Convention 


The first six months of 1932 have 
again demonstrated the value and sta- 
bility of life insurance. At a time when 
many lines of business are operating at 
only a small fraction of normal produc- 
tion, the sale of new ordinary life insur- 
ance has been maintained at about 85 
percent of the corresponding period last 
year. Strangely enough, the sale of in- 
dustrial insurance, which appeals chiefly 
to wage earners, is fully 98 percent of 
the amount delivered in the first six 
months of 1931. Evidently the Ameri- 
can people regard life insurance as a 
prime necessity and, even though their 
income may have been seriously re- 
duced, find some way of paying pre- 
miums for new life insurance in order 
that the family may be more fully pro- 
tected. 


Surrenders and Lapses 
Have Greatly Increased 


Unfortunately, however, a large num- 
ber of policyholders have been forced, 
by conditions beyond their control, to 
discontinue old insurance by lapse or 
surrender. In many a household suffer- 
ing from unemployment or reduced in- 
come, it has been necessary to draw on 
accumulated savings to meet current 
bills for taxes, food and shelter. With 
so many immediate needs, it is difficult 
to find room in the budget for pre- 
miums. The sole connecting link be- 
tween the policyholder and the company 
is the agent who sold the business in 
the first place and who is today co- 
operating to keep the protection intact. 
In this period of readjustment, the 
steady flow of premiums from the indi- 
vidual to the companies is a tribute to 
the systematic sacrifice and foresight of 
the policyholder, the effectiveness of the 
agency system and the universal appeal! 
of life insurance protection. 

Several companies report that since 
July 1 there has been a welcome falling 
off in both the number and amount of 
policy loans. Policyholders are begin- 
ning to realize that it is better to further 
curtail expenses, and even to ask for 
more time on outstanding debts, in 


Texas as vice-chairman. The plan has 
been to bring the question up for action 
at the San Francisco meeting of the 
association, with the idea of putting the 
new constitution and by-laws into effect 
for the 1933 meeting, if adopted at San 
Francisco. 

The suggestion has been made to 
leaders in the association that delibera- 
tions on the new constitution and by- 
laws be deferred until the 1933 meeting, 
which will probably be held in Chicago. 
Those advocating the delay contend that 
the San Francisco meeting, although 
assured of good attendance, will not be 
as representative a gathering as a meet- 
ing in a more central location. They 








order that the protection of dependents 
may be fully preserved. 

What should be done for the man 
who has already borrowed the equity in 
his old contract and is unable or unwill- 
ing to pay the premium plus loan in- 
terest? A few persons have apparently 
obtained the impression that the com- 
panies are glad to see this business go 
off the books. They seem to think that 
in some unaccountable way the com- 
panies thereby profit at the expense of 
widows and orphans. As a matter of 
fact, every company in the country is 
making special efforts to save this busi- 
ness and enable the policyholder to con- 
tinue protection for his family when he 
needs it most. 

The company and the agents go far 
to cooperate with the policyholder in 
order to retain as much insurance pro- 
tection as is in keeping with his present 
financial condition. 

Occasionally an anxious or inquisitive 
policyholder asks whether his life in- 
surance is “safe.” Knowing that many 
securities have fallen from the high 
levels of the boom pertod, he wonders 
whether the insurance company is under 
present conditions able to fulfill its con- 
tractual obligations. To a life insurance 


man the answer is axiomatic, but it is 
worthwhile to review some of the rea- 
sons for the financial stability of life 
insurance. 
Investments Are Made 

for a Long Period 

Unlike other types of insurance, the 


life contract extends over a period of 
10, 20 or even 40 years. The company’s 
funds are therefore invested in diversi- 
fied securities carefully selected for the 
“long pull.” Occasionally it may take a 
loss on an individual investment, but it 
is primarily interested not in day to day 
fluctuations, or even in the price obtain- 
able at a forced sale, but rather in the 
net yield over a decade. Even in this 
difficult period of financial readjustment, 
the assets of life insurance companies, 
invested chiefly in high-grade bonds and 
(CONTINUED ON PAGE 24) 


feel that so important a change should 
not be approached without having as 
representative discussion as possible. 

Furthermore, the local associations 
have not analyzed and discussed the 
proposed changes as thoroughly as had 
been anticipated. The program was re- 
leased ahead of time with the idea that 
criticism and suggestions would be 
heard from all directions; that these 
would be heeded and possibly result in 
modifications and amendments. Before 
another year has elapsed the leaders in 
the association could stimulate discus- 
sion of the changes so that an intelli- 
gent session on the question could be 
held in Chicago. 





Railways’ Status 
Surveyed by Dunn 


Editor 
thority Recommends 


and Transportation Au- 
Six 
Changes as Remedy 


GOVERNMENT AT FAULT 


Situation Shown by Senator Couzens’ 
Prediction of Debacle Possible 
of Correction 


Of the three 
employes and investors—who join forces 
the last 
alert in 
meet- 


groups—managements, 


to provide railroad service, 


named group has been least 
interests and in 
ing its responsibilities in the 
says S. O. Dunn, editor of 
Age.” Mr. Dunn, 
standing railroad publicist, 
viewed in New York after he addressed 
the Institute of Public Affairs at the 
University of Virginia on “Railways 
and Economic Recovery.” His com- 
ment is of vital interest to insurance 
men because of the huge volume of 
railway securities held in company in- 
vestment portfolios. 


protection of its 
present 
“Rail- 

out- 


crisis, 
way long an 


was inter- 


Discusses Couzens’ Prophesy 
chair- 
inter- 


“Senator Couzens of Michigan, 
man of the senate committee on 
state commerce,” he said, “has pre- 
dicted that when the depression has 
passed it will be found that railway 
common stock has been rendered value- 
less and that ten billion dollars out of 
the total of 26 billion dollars of their 
investment will have been lost because 
the equivalent of that amount in phy- 
sical property will have to be aban- 
doned and destroyed. He bases his 
prediction on the prospective effects of 


the competition of other means of 
transportation. 
“If this should be the outcome, in 


what ways would it affect the economic 
recovery of the country? First, if, as 
Senator Couzens anticipates, the rail- 
ways will be able to earn a return in 
future upon only some 16 billion dollars 
of their present investment, there will 
result the destruction not only of the 
value of their common stock, but also 
of the value of a large part of their 
bonds and other securities. 


Threatens Great Unemployment 


“Second, 
ment directly 
duced by at least 
ability to give 
because of the 


their ability to give employ- 
will be permanently re- 

500,000 men, and their 
employment indirectly, 

curtailment of their 
power to make purchases, will be re- 
duced by at least another 500,000 men, 
thus rendering it necessary permanently 
to release at least one million men to 
seek new employment. 

“Third, the property abandoned and 
destroyed will be principally in rural 
territories, which rely largely or mainly 
upon it for taxes.with which to support 

(CONTINUED ON PAGE 22 
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Buffalo Mutual Life Shows 
Excellent Record This Year 





COMPANY IS WELL BALLASTED 





Change to an Old Line Legal Reserve 
Company Has Given It 
Greater Momentum 





NEW YORK, Aug. 4.—Keeping pace 
with the remarkable progress it has 
made since ‘going on an old line legal 
reserve basis less than six months ago, 
the Buffalo Mutual Life has opened a 
central collection office in the Chrysler 
building here to take care of its busi- 
ness in the New York metropolitan 
territory, including greater New York, 
New Jersey and Long Island. 

The Buffalo Mutual was, until Feb. 
11 of this year, the Buffalo Life Asso- 
ciation, a Masonic insurance organiza- 
tion. The reorganization to an old line 
company and the policy of writing all 
eligible risks regardless of Masonic 
affiliations is in line with similar changes 
made by such well known companies as 
the Acacia Mutual Life and the Mon- 
arch Life, both formerly exclusively 
Masonic, and the Union Mutual Life of 
Indianapolis, which formerly confined 
its membership to the Knights of 
Pythias. 

Thorough Examination Made 


The Buffalo Mutual’s change was 
made after a thorough examination by 
the New York department. The com- 
pany has the distinction of being the 
first New York association in 25 years 
to be granted permission by the depart- 
ment to make the change to the old line 
basis. New York’s unusually strict 
statutory requirements governing old 
line life companies is an additional en- 
dorsement of the present management’s 
sound policies. 

In the five and one-half months that 
have elapsed since it transferred to an 
old line, legal reserve basis, the com- 
pany has had a record of progress that 
would be outstanding even without con- 
sidering the fact that it has been made 
during the worst period of one of the 
worst depressions in the country’s his- 
tory. 

Ehlen Deserves Much Credit 


The Buffalo Mutual’s production 
record for the last half year is a reflec- 
tion of the aggressive and constructive 
work of Frank F. Ehlen, director of 
agencies. In January, the last month 
before the organization changed to the 
new status, new business written was 
$29,500. In February, during which the 
change was made, Mr. Ehlen appointed 
four general agents and 11 agents. New 
business written rose to $71,200, or more 
than twice the January figure. Another 
general agent and ten more soliciting 
agents were appointed in March. 

By the end of April the company had 
appointed 27 agents and eight general 
agents since going on the new basis. 
Its business for the month was $175,400, 
or more than twice the production of 
either of the two previous months. By 
the end of July the company had added 
a total of 70 agents and 19 general 
agents since Feb. 11. Production for 
July was $381,000 and for each of the 
previous two months was well over 
$300,000. Since going over to the new 
plan the company has produced a total 
of $1,367,600 of new business, practically 
all of it sold by agents appointed since 
the reorganization. This business has 
been well distributed throughout the 
various agencies. 


Concentrates in Compact Territory 


Before its reorganization the Buffalo 
Mutual was licensed in 14 states and 
the island of Puerto Rico but had prac- 
tically no representation in most of 
these localities. After changing to the 
present basis it withdrew from all ex- 
cept New York, Ohio and Puerto Rico, 

(CONTINUED ON PAGE 24) 








Silver Jubilee 











JULIAN PRICE 


Julian Price, president of the Jeffer- 
son Standard Life, is active this week 
in helping celebrate the silver anniver- 
sary of the company. It was founded 
Aug. 7, 1907. Mr. Price’s splendid 
leadership has made the company. He 
was elected president in 1919. It main- 
tains 41 branch offices in 47 states. It 
is represented by more than 1,100 
agents and branch office employes. It 
— more than $340,000,000 insurance in 
orce, 








Results of Examination for 


C. L. U. Degree Are Given 





Dr. S. S. Huebner of the American 
College of Life Underwriters, announces 
that 638 people took the 1932 chartered 
life underwriters’ examination in June. 
The candidates hailed from 142 cities 
and towns in 40 states, the District of 
Columbia, British Guiana, Cuba and 
Japan. They ygepresented 96 different 
companies. In spite of the depression 
the number of candidates shows an in- 
crease of 18 percent over those taking 
the examinating last year. Due to the 
increasing emphasis on the four-year 
program of study, a larger number of 
candidates undertook the examination in 
installments, 373 presenting themselves 
this year for but one or two install- 
ments. One hundred and ninety-five 
candidates successfully completed all 
five examinations, about the same num- 
ber as last year. Of this number 173 
are entitled to the C. L. U. degree. This 
incteases the number of C. L. U. people 
to 557. 


Dunham Issues Warning 


Commissioner Dunham of Connecti- 
cut has issued a strong warning against 
twisting, threatening revocation of li- 
censes and pointing out that a fine or 
jail term is the penalty for conviction 
of the offense. 

“An agent who persuades a person 
to switch companies is not safeguarding 
the insured’s interest,” Col. Dunham 
states. “He is merely seeking more 
business at the insured’s expense. It is 
not to the interest of a policyholder to 
take the cash value and surrender his 
policy in a good company and then buy 
insurance in another company. 

“The caution,” according to Col. Dun- 
han, “applies to insurance with or with- 
out loans. Often the twister will urge 
that because a policy is encumbered it 
should be rewritten. In most cases, the 
commissioner said, even on policies with 
loans, it is distinctly to the insured’s 
advantage to continue his present in- 
surance. 


Radio Station Is Held to 
Be Agent of the Company 


IMPORTANT RULING IS MADE 





West Virginia Gives Opinion as to 
Broadcasting Advertising for 
Union Mutual of Iowa 





Attorney General Lee of West Vir- 
ginia holds that where a radio station 
broadcasts advertisements for a life 
company and receives additional com- 
pensation for transmitting mail to its 
home office, the station is an agent of 
the company. The Holt-Rowe Broad- 
casting Company of Fairmont broad- 
casts advertising for the Union Mu- 
tual Life of Des Moines. The West 
Virginia insurance department inquired 
of the attorney general whether the 
Union Mutual Life, not licensed in the 
state, was doing business therefore in 
violation of the laws and whether the 
broadcasting company was not acting 
as an agent for an unlicensed company. 


Contention of the Radio Station 


The attorney general states that the 
broadcasting company uses records and 
a program in advertising a company. 
A system thus used, the attorney gen- 
eral states, clearly makes the broad- 
casting company an agent for the Un- 
ion Mutual Life and the method of the 
latter constitutes intrastate business as 
contrasted with interstate business. It 
was contended that the business done 
by the Union Mutual is interstate com- 
merce and that the radio communica- 
tion requires a uniform system of con- 
trol throughout the nation, which is ex- 
clusively vested in Congress and the 
agencies created by it. The attorney 
general states that no doubt this is true 
if the communication was broadcast 
from the home office in Iowa but the 
method used in broadcasting these ad- 
vertisements is wholly of an intrastate 
character. The attorney general says 
that business thus carried on cannot 
hide behind the phrase, “interstate 
commerce,” carry on in this intrastate 
business and escape the consequences 
of the latter. 


Storer’s Colleagues in the 
Bankers Life to Be on Hand 





In tribute to Elbert Storer, general 
agent for the Bankers Life of Iowa in 
Indianapolis, and president of the Na- 
tional Association of Life Underwriters, 
the Bankers Life has called a confer- 
ence of all its general agents and man- 
agers to be held in San Francisco the 
day before and the day fvilowing the 
annual convention of the National Asso- 
ciation of Life Underwriters in that city. 
The Bankers Life is undertaking to 
have every one of its general agents and 
managers on hand. 








New Insurance to 


Reach 14 Billions 


The Equitable Life of New York 
believes that the new insurance 
this year will be over $14,000,000,- 
000. During the first six months 
$7,000,000,000 was written. Allow- 
ing $2,000 as the average policy, 
the Equitable states that this 
means a total of 3,500,000 appli- 
cants signed up during the next 
six months. It says: “It is a fact 
that many agents are sitting back 
obsessed with the idea that busi- 
ness is almost impossible to se- 
cure. Yet here is $14,000,000,000 
of insurance for 1932, which some- 
one is going to have the pleasure 
and profit of writing.” 

















Home Purchase Plan Is Not 
in Violation of Ohio Lay 





COMPLAINT NOW DISMISSED 





Insurance Superintendent Warner De. 
clares the Equitable of New York 
Is Within Its Rights 





Insurance Superintendent Warner of 
Ohio has rendered an opinion in the 
complaint that was made against the 
Equitable Life of New York for alleged 
violation of the Ohio insurance laws jp 
writing its “home purchase plan.” The 
complaint was (1) That making the sale 
of a life policy a prerequisite to grant. 
ing a loan constitutes “offering an in- 


ducement” in violation of the law; (2) 
That the whole contract is not ex. 
pressed in the policy as provided by 


(3) That it makes a distinction 
individuals of the same class 
(4) It amounts 


law; 
between 
in the rate of premium; 
to rebating. 


Facts Are Given 


Judge Warner in his opinion says it 
will not be disputed that it is good 
business on the part of a borrower to 
carry sufficient insurance to pay off the 
mortgage at his death. 

The facts, as Judge Warner enumer- 
ates them, are substantially as follows: 
An applicant for a loan must at the 
same time apply for a life policy for 
the same amount, the policy being as- 
signed as collateral to the loan. The 
stress of the times has brought forth 
many conditions and practices that did 
not heretofore exist. Many things are 
done now that would not be done in 
normal times and are done in good faith 
and in the belief that it is the best 
thing to do under all the circumstances. 
The question is asked, is the company 
in granting a loan “giving something of 


value” to induce the applicant to take 
a policy in violation of the insurance 
law. 


Complaint Is Dismissed 


The Equitable contends that it has 
followed this plan in Ohio for several 
years or since 1917, when the depart- 
ment either expressly or impliedly au- 
thorized the company to _ install its 
“home purchase plan.” About $23, 
000,000 have been loaned in Ohio under 
the plan. Judge Warner states in his 
opinion to say that the company is vio- 
lating the law in requiring an applicant 
to take out life insurance is erroneous. 
To require a policy to be taken with 
the loan and to have it assigned as col- 
lateral for the loan is within its rights 
He says for the company to select its 
own policyholders in the investment of 
its funds should not of itself be illegal. 
Judge Warner declares the privilege of 
obtaining a loan under the plan so long 
as good faith is indulged on the part 
of the borrower and the company could 
not be construed as “giving something 
of value” to induce a person to take out 
a policy nor is it in violation of the sec- 
tion under which the complaint is made, 
viz., 9404 General Code. Judge War- 
ner says that the evidence introduced is 
insufficient to sustain the complaint and 
therefore it is dismissed. 





Fugitives Arrested 


DES MOINES, Aug. 4.—Mrs. Emma 
Tessar and Palmer H. Anderson were 
arrested at Little Rock, Ark., and are 
being returned here to face embezzle- 
ment charges of $16,000 belonging to 
the Massachusetts Mutual Life. 

Mrs. Tessar was formerly cashier for 
the Des Moines office of the Massachu- 
setts Mutual Life and was indicted by 
the grand jury for embezzlement 1 
April, 1931. Anderson is wanted on 4 
charge of conspiracy to defraud in con- 
nection with the embezzlement. Wil 


liam Benton, home office auditor, inves 
tigated the case. 
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Interest Shown 
in the Project 


Equitable Life & Casualty Push- 
ing Proposition for Inter- 
Southern 


WILL GO BEFORE COURT 


Is Contesting With Kentucky Home 
Life for Business of Failed 
Louisville Company 


LOUISVILLE, Aug. 4.—It has been 
apparent during the past few days that 
the Equitable Life & Casualty of Louis- 
ville has become a rather important fac- 
tor in any deal looking to reinsuring or 
reorganization of the Inter-Southern 
Life, now in receivership. For a time 
it looked as though the Kentucky Home 
Life, a new company, recently incor- 
porated with capital and surplus of 
$1,000,000, for the express purpose of 
taking over Inter-Southern Life, had the 
inside track, due to its having been 
formed under an agreement with the 
Franklin county circuit court that if it 
was formed as outlined the court would 
approve a deal turning over the Inter- 
Southern to it. 


Provisions of Agreement 


This agreement provided for a 60 per- 
cent, twenty-year lien on policies, a 
three-year moratorium on paying out 
policy loans, payment in full of death 
claims, that officers and directors named 
would be subject to approval of the 
court and the insurance department, 
along with the securities offered in mak- 
ing up the million dollars of capital and 
surplus. 

Much delay was met with in the new 
company completing its organization 
work, and then the receivers for the old 
company refused to approve of at least 
some of the securities offered in pro- 
viding capital and surplus. This resulted 
in its financial backers undertaking to 
provide other more acceptable securities, 
which caused further delay. Interests 
behind the Kentucky Home Life an- 
nounced on July 29 that satisfactory 
securities were expected to be delivered 
by Greenfield & Co., of Philadelphia, 
over the week end for approval of the 
receivers, and that a directors meeting 
of Kentucky Home Life would probably 
be held early the following week for 
transfer of the stock to its stockholders; 
also that the promoters of the company 
were ready to ask the Franklin county 
circuit court for approval of comple- 
tion of the new company’s program. 


Equitable Has Strong Backing 


However, the Equitable Life & Cas- 
ualty, said to have strong financial back- 
ing of the Canfield & Satterlee interests, 
of New York, are strongly in the pic- 
ture, offering a program said to be much 
more favorable to the policyholders than 
the Kentucky Home Life program. 
Early information was to the effect that 
the Equitable program called for set- 
ting in $1,000,000 for financing, but H. 
M. Johnson, attorney, representing a 
policyholders’ protective committee, has 
announced that this has been increased 
to $1,350,000; while the Equitable plan 
would involve a lien of but 50 percent 
on Inter-Southern policies, as against 60 
Percent in the Kentucky Home Life 
plan; that the Equitable agreement 
would prohibit any increase of lien 
against policies over 50 percent, whereas 
the Kentucky Home plan calls for in- 
creasing the lien to any figure deemed 
necessary. Furthermore Kentucky Home 
Life figures 6 percent interest on lien, 

(CONTINUED ON PAGE 22) 











Some Notable Trends in the 
Life Insurance Sales Field 








“Agency Items,” house organ of the 
Equitable Life of New York, states that 
its editors scan the columns of numer- 
ous insurance papers every week for 
news and trends of the life business. 
During the last few weeks the editors 
state they have been impressed by the 
frequent mention by leading life agents 
of various companies of the following 
points, accompanied often by concrete 
proof: 

1. That business is obtainable. 

2. That it is easier to talk life insur- 
ance than ever before, and that practi- 
cally everybody approached has a good 
word for it. 

3. That securing business is largely a 
matter of ferreting out those with 
money. 

4. This means establishing more con- 
tacts, making more calls, getting more 
introductions and effecting more bona 
fide interviews. 

5. Once a contact is established with 
a man or woman with surplus cash— 
and there are millions of such people in 
this country at the present time—it is 


Changes in the Sane 


Department of U. S. Chamber 


WASHINGTON, D. C., Aug. 4.— 
Hilmar Fox and B. Lemon have re- 
signed from the staff of the insurance 


department of the United States Cham- 
ber of Commerce. Mr. Fox has been 
on the staff about three years, having 


succeeded R. M. Clark, who is now in- 
surance editor of the “United States 
Daily.” He was formerly connected 
with the Michigan inspection bureau. 
Mr. Fox has been giving his attention 
to fire insurance matters and_ has 
handled the details of the inter-chamber 
fire waste contest. 

Mr. Lemon has been primarily inter- 
ested in life insurance matters. The 
manager of the insurance department is 
T. F. Cunneen. He is assisted by Ar- 
thur Von Thaden. 


Premium Requirement Adopted 


INDIANAPOLIS, Aug. 4.—Com- 
missioner John C. Kidd has issued in- 
structions to his actuarial department to 
require the incorporation of a paragraph 
in all life insurance policy forms ap- 
proved by the department that is not in- 
consistent with the following depart- 
ment standard: “Premium Payments: 
This policy shall become effective when, 
and only when, the first premium hereon 
has been paid by the assured and it 
shall then become effective at the date 
of the policy providing the assured is in 
sound health on such date.” 


Stanford Wright Dies 


Stanford Wright, general agent of the 
Penn Mutual in Boston for over five 
years and former president of the Bos- 
ton Life Underwriters Association, died 
of intestinal lesions following a long ill- 


ness. He had a picturesque career, born 
in Staffordshire, England, in 1880, and 
early becoming a salesman represent- 


ing an American typewriter firm in the 
Orient. He spent some time in India 
and Australia, then represented a con- 
fectioners’ firm and being recognized as 
an international salesman of great abil- 
ity. He came to America in 1907 and 
his first insurance experience was with 
the Massachusetts Mutual in Columbus, 
O., in 1916. A year later he went to 
Boston for the same company. In 1923 
he entered the Boston agency of Gen- 
eral Agent P. F. Clark of the John Han- 
cock as associate general agent in 
charge of sales. Mr. Wright was called 
to the general agency of the Penn Mu- 








easier than ever before to interest them 
in life insurance and life | annuities. 

The Equitable says: “All of which 
would indicate that life underwriters oc- 
cupy a preferred position in the busi- 
ness world today. However, old meth- 
ods of prospecting must be discarded. 
Order-taking in life underwriting, for 
the present at least, is a thing of the 
past. Accepting these various observa- 
tions by well posted underwriters, does 
it not follow that no life underwriter 
should feel discouraged because of ex- 
isting economic conditions? Why pay 
attention to pessimists and spreaders of 
gloom—possibly right in your own 
agency—who tell you in mournful tones 
that business is simply not obtainable? 
Keep in mind that at the present rate 
of production, the life underwriters of 
America will write over $14,500,000,000 
of insurance during the present year, a 
fact which proves that sales can be 
made. This figure of new life insurance 
does not include the large annuity busi- 
ness which is being written by many 
companies, nor large group writings. 
Why not get your share?” 


“Spectator” Will Be Printed 
Hereafter at Philadelphia 





NEW YORK, Aug. 
tor Company, publishers of the “Spec- 
tator,” the “Spectator Year Book,” charts 
and other publications, will have its 
weekly paper printed in Philadelphia in- 
stead of in New York as at present. 
Editorial and business offices will re- 
main here. The United Business Pub- 
lishers, of which the Spectator Com- 
pany is a unit, owns two printing es- 
tablishments, the Chilton in Philadel- 
phia and the Federal in New York. 


4.—The Specta- 


Printing Costs Lower 


High printing costs in New York, 
which have already forced many other 
publications to have their printing done 
outside of New York, are responsible for 
the change. The minimum scale for 
printers in New York is $56 a week, 
and efforts are being made to increase 
the scale, whereas the corresponding 
minimum in Philadelphia is $32. 


tual in Boston in January, 1927, suc- 
ceeding C. C. Miller, and made a fine 
record. 

In London, just before coming to this 
country, Mr. Wright married Edith A. 
Lees and she was his devoted com- 
panion until her death Jan. 30. They 
made their home in Winthrop, and since 
her death Mr. Wright lived in Lynn. 
The funeral, attended by many Boston 
life men, was held in Winthrop. 





Pugnaciousness Seems 
to Run in Reece Family 


Pugnaciousness in the Reece 
family seems not to be confined to 
Commissioner Reece of Tennes- 
see, who has been touching off 
dynamite in the life insurance 
business. Carroll Reece, congress- 
man from Tennessee and brother 
of Commissioner Reece, has 
just filed libel suits against 
three publishers and a _  con- 
gressman, seeking a total of $100,- 
000 damages. Those sued are Nat. 
G. Taylor, publisher of the Knox- 
ville “Journal;’ Munsey Slack, 
publisher of the Bristol “Herald- 
Courier;” J. Fred Sheets, pub- 
lisher of the Cocke county “Trib- 
une,” and Congressman O. B. Lo- 
vette. 
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Misconception Is 
Behind Many Loans 


Sun Life Executive Says Ignor- 
ance of Insurance Structure 
Prompts Borrowing 


A. B. WOOD GIVES VIEWS 


Test of Solvency Is Not Setting De- 
clared Liabilities Against Liquidat- 
ing Value of Assets 


A. B. Wood, vice-president and man- 
aging director of the Sun Life of Can- 
made an analysis of the life 


ada, has 


insurance structure to show its incom- 
parable elements of safety. This analysis 
has been published by the company for 
distribution among its agents. 

In Canada, Mr. Wood points out, dur- 
ing the 65 years since confederation, no 
policyholder has lost one cent through 
the failure of any life company holding 
Dominion license. Times of pressure 
and anxiety, he pointed out, always pro- 
duce self-appointed critics who are will- 
ing to add to general concern by casting 
doubt upon the position of established 
institutions. Even life insurance com- 
panies are not immune. Every life com- 
pany, Mr. Wood states, could report 
cases of disturbed policyholders de- 
manding the cash equity of their policies 


only to lose their money in less stable 
ventures within a few days. Many 
policyholders of humble circumstances 


have surrendered their policies through 
fear, leaving their families unprotected 
when protection is vitally important. 


Sele Remaining Bulwark 


Life insurance has become the sole 
remaining bulwark of millions of Cana- 
dian and American homes, Mr. Wood 
states. “The responsibility of saying 
the word or giving the hint that will 
pull down this last line of defense is one 
that should not lightly be assumed nor 
lightly acted upon,” he declared. 

Misconceptions arise as to the posi- 
tion of life companies because of lack 
of understanding of their functions and 
the nature of their obligations, accord- 
ing to Mr. Wood. Solvency, he said, is 
not to be tested merely by setting de- 
clared liabilities against the liquidation 
value of assets. The companies’ liabili- 
ties do not and cannot all fall due at 
one time; all the policyholders will not 
die on any one day or in any one year. 
These obligations reach into the distant 
future and will fall due for payment, five, 
ten, 20 or 30 years from now. The prob- 
lem of the company is to invest its 
assets in long term securities which will 
mature or can be realized in the future 
as they may be required to meet these 
future liabilities, and which in the mean- 
time will yield on the average a satis- 
factory rate of interest. 

Accordingly, Mr. Wood points out, 
the value at which the securities could 
be sold at any particular time is of little 
importance as a basis of measuring 
solvency. This fact is recognized, he 
points out, in the principles of valuation 
adopted by the commissioners. 


Best Bonds Depreciated 


In the United States, bonds, amply 
secured, may be taken into account at 
amortized or book values, while in 
Canada the insurance act provides that 
when market values are unduly de- 
pressed the market quotations of the 
previous year, if more favorable, may be 
authorized. 

At present, Mr. Wood points out, the 
market values of even the highest grades 
of bonds are greatly depreciated and to 

(CONTINUED ON PAGE 21) 





THE NATIONAL UNDERWRITER 


August 5, 1939 





—=—= 

















THE men who direct the destinies of an 
institution are as important an indica- 
tion of its strength as 
are the figures of its 
financial statement. 





F, A. CHAMBERLAIN 


Chairman of the execu- 
tive committee, First 
National Bank of Min- 
neapolis. An NwNL Di- 
rector and member of 
its executive and finance 
committees since 1905. E. W. DECKER 
President of the North- 
west Bancorporation 
and of the Northwestern 
National Bank of Min- 
neapolis. An NwNL 
Director and member of 
its executive and finance 
committees since 1905. 












THEODORE WOLD 


Vice President, North- 
western National Bank 
and formerly Governor 
Federal Reserve Bank, 
Ninth District. An 
NwNL Director and 
member of its execu- 
tive and finance com- 
mittees since 1926. 


E. L. CARPENTER 


President of Shevlin, 
Carpenter & Clarke Co., 
nationally known whole- 
sale lumber dealers. 
Also President, National 
Association of Lum 

Manufacturers. An 
— Director since 







THOMAS F. 
WALLACE 


President, Farmers & 
Mechanics Savings 
Bank, the largest sav- 
ings bank between 
Cleveland and San 
Francisco. An NwNL fF. T. HEFFELFINGER 
Director and membe 
of its executive and President, F. H. Peavey 
finance . largest grain 
since 1924. yyy in " the world. A 
Director of NwNL since 
July, 1928. 





NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


Minneapolis. Minn. 
STRONG " LIBERAL 







C. T. JAFFRAY 


President of the “Soo Line” 
Railway and Chairman of 
the Board of the First Bank 
Stock Corporation. An 
NwNL Director and member 
of its executive and finance 
committees since 1905. 






A. F, PILLSBURY 


Treasurer, Pillsbury Flour 
Mills Company, known all 
over the world. A Director 
of NwNL since 1924. 






0. J. ARNOLD 


President, Northwestern Na- 
tional Life. A Director and 


her of + 





i ve 
finance committees since 
1925. 











Companies Importuned to 
Join Chambers of Commerce 





REQUESTS ARE EMBARRASSING 





Organizations Having Budget Difficul- 
ties Cite Their Accident and Fire 
Prevention Activities 





NEW YORK, Aug. 4.—Insurance 
companies, fire, casualty and life, are 
being solicited these days to join many 
local chambers of commerce and safety 
councils. Apparently many of these or- 
ganizations are having difficulty with 
their budgets and are casting about for 
additional sources of revenue. 

The solicitation of fire insurance com- 
panies is based on the appeal that the 
chambers of commerce are devoting 
energy to fire prevention activities, while 
casualty and life companies are being 
approached with the story of how the 
chambers of commerce are helping in 
accident prevention work. The sugges- 
tion is made by some chambers of com- 
merce that each company buy several 
memberships. The chamber of com- 
merce of one large southern city is re- 
questing the companies to buy ten mem- 
berships each, a single membership 
being $25. 

The companies do not want to offend 
or alienate these local organizations, but 
they feel that they could not join a few 
organizations without heeding the re- 
quest of all and that the expense would 
be impossible. Some of the companies 
are replying, by pointing out that the 
communities themselves are beneficiar- 
ies of fire and accident prevention 
work, The companies state that through 
their various bureaus they are guiding 
the local chambers of commerce in these 
activities and tending a helping hand in 
the work which is of direct benefit to 
the communities, in preserving life, prop- 
erty and health and in lowered insur- 
ance rates. 

Most companies recognize the cham- 
bers of commerce by joining those in 
the cities in which they are domiciled, 
and furthermore, agents belong to the 
chambers and take an active part in 
their affairs. 


Business Written, Insurance 
in Force, Mid-Year Figues 





Below is given additional experience 
of life companies for the first six 
months of this year, showing insurance 
written during the period and insurance 
in force at the end of the period: 


Insurance Insurance 

Written in Force 
Amer. Life, Colo.$ 2,189, ase $ 20,196,298 
Bankers Life, Ia. 32. Seneee —ssC $n eeeecns 
Centl. Life, Kan. 250°000 14,800,000 
Country Life.. 5,735,000 45,611,500 
Emp. L. & A., ind. 6,017,517 9,209,295 
Guarantee Mut.. 7,870,500 144,089,780 
Harvester Life... 1,114,389 8,639,265 
Midland Life, Mo. 3,578,215 41,891,250 
Modern L., Minn. 678,550 13,113,081 


New Eng. Mut... 58,853,547 1,300,572.596 


Fraternal Business Off 


HARTFORD, CONN., Aug. 4.—A 
substantial drop in membership and in- 
surance in force during 1931 in the 49 
fraternal benefit societies licensed to 
write insurance in Connecticut was in- 
dicated by the statistics contained in 
part three of the Connecticut insurance 
department’s annual report, which has 
been released by Commissioner Dun- 
ham. Notwithstanding this general na- 
tion-wide trend, the four fraternal bene- 
fit societies domiciled in Connecticut 
made slight gains in both membership 
and insurance in force. The number of 
members in the fraternal societies re- 
porting to Connecticut decreased from 
4,203,079 in 1930, to 3,952,522 on Dec. 
31, 1931 and the insurance in force in 
the same period dropped: from $4,717,- 
375,159 to $4,357,320,946. 





Structural Rating Plan for 
Buildings Is Now Proposed 





NEW SCHEME IS EXPLAINED 





Mortgage Lenders’ Indifference Is At. 
tributed as a Primary Cause for 
Many Preventable Fires 





A preventable fire loss yearly of 
$100,000,000 due to mortgage lenders’ jn- 
difference to fire hazards built in has 
been submitted to stock fire companies, 
as well as mutuals, by Certified Build. 
ing Registry as an urgent reason for 
aiding a program of structural rating 
of buildings. As result the Federation 
of Mutual Fire Insurance Companies 
has approved representation on the 
governing board a § the rating organiza- 
tion, the “C. B. Purmort, 
of Central 3 Mutual Fire 
has been elected, and accepted election 
to represent the federation. 

“The disclosures of recent months of 
foreclosures have shown the mortgage 
lenders that there is a wide Variation 
in quality of buildings of any type,” 
said C. A. Mann, director of C. B. R, 
which has headquarters at 110 East 
42nd street, New York City. “Now if 
ever the sources of first mortgage 
monies, beginning with life companies 
are ready to discriminate as to grade 
and fire hazards of buildings, old and 
new, and require better standards and 
methods of construction than have been 
accepted in the past. All that is needed 
is impartial, authoritative and competent 
information in certificates of rating by 
which to discriminate in favor of fire- 
safe as well as structurally safe and ex- 
cellent buildings—as has been possible 
for a century as to ships. There has 
been amazing improvement in struc- 
tures of ships as result of rating accord- 
ing to codes for that purpose. Many 
authoritative groups have joined in the 
program of rating buildings and have 
representatives on the governing board 
of C. B. R. as we trust the stock fire 
insurance companies soon will do.” 





Likely to Be Next Head 
of Agents’ Association 























CHARLES C. THOMPSON 


Charies C. Thompson, manager at 
Seattle for the Metropolitan Life, is 
likely to be the next president of the 
National Association of Life Under- 
writers. At present he is the ranking 
vice-president. 

A boom was started at the convention 
in Pittsburgh last year to make him 
president then. There have been 10 
opposition candidates trotted out and 
the assumption is that Mr. Thompson 
will be the next leader. 
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Predicts End of 
Dec. 31 Measure 


Commissioner Livingston Says 
Values on Particular Day 
Never Valid 


1932 BASIS TO BE FAIR 


Michigan Official Says There Is No 
Such Thing as Liquidation of 
Assets of Institution Today 


Commissioner Livingston of Michi- 
gan, in a paper that was read at the 
convention of the Insurance Agents of 
the Upper Peninsula of Michigan at 
Negaunee, predicted that never again in 
time of speculation will the commission- 
ers allow the use of Dec. 31 quotations 
of stock in annual statements. Mr. Liv- 
ingston, who is president of the National 
Convention of Insurance Commission- 
ers, said he was opposed to the use 
of such quotations in 1928 statements. 

The valuation of securities for the 
year 1932 will be on a basis that is fair 
for the companies and fair for the pub- 
lic, Mr. Livingston stated. ; 

The commissioners are unanimous in 
the belief that the quotations of the 
New York stock market do not repre- 
sent the real value of stocks and bonds 
that are owned by insurance companies 
for the purpose of a long period in- 
vestment, he said. Examination of an 
insurance company, he said, is made on 
a liquidation basis, but there is no such 
thing as liquidation of the assets of 
any institution at the present time. He 
pointed out that the assets of two life 
insurance companies alone are greater 
than all the outstanding currency in the 
United States, and Mr. Livingston said 
there is no such thing as credit today. 


Use of the R. F. C. 


_The Reconstruction Finance Corpora- 
tion, Mr. Livingston said, was set up 
for banks, insurance companies and 
railroads so that if a company’s daily 
outgo was greater than its income for 
a period, it could go to the Reconstruc- 
tion Finance Corporation and secure a 
loan upon its securities that it does not 
wish to sell at the present stock ex- 
change price. 

The department analyzes carefully the 
annual statements of companies, Mr. 
Livingston said, but it is extremely dif- 
ficult without an examination to deter- 
mine fully the liabilities of a company. 

Mr. Livingston recited the times in 
the past when the companies were per- 
mitted to depart from the measure of 
stock exchange prices at the close of 
the year. In 1906, the report was made 
as of March 1, owing to the depression 
caused by the volume of sales that the 
Msurance companies were forced to 
make after the San Francisco fire. In 
1907, quotations were made as of June 
30. In 1917, quotations were of Nov. 1, 
1916, plus those of Feb. 1, May 1, Aug. 
land Nov. 1, 1917, divided by five. In 
1918 there were allowed convention val- 
ues of the previous year, plus quotations 
of Nov. 30, 1918, divided by two. 

In 1919, 1920 and 1921, convention 
values of the preceding year plus quo- 
tation of Nov. 1 divided by two were 
allowed. 


Government Bonds 76 


Mr. Livingston pointed out that, al- 
though government bonds of 1921 were 
Selling at 76 or 80, insurance companies 
were permitted to use par value. 

Since Oct., 1929, he declared, the New 
York stock market quotations have not 
represented real values as defined by the 

(CONTINUED ON PAGE 24) 


Demand for Receivership 
| for Old Colony Dismissed 





TENDERS CLAIM INTO COURT 





Chicago Company Averts Litigation by 
Satisfying Policyholder Who In- 
stituted the Action 





Appointment of a receiver for the Old 
Colony Life of Chicago was requested 
in a bill filed in Cook county superior 
court Tuesday in the name of Mrs. 
Theresa Stengel, a policyholder, who al- 
leges that she was refused a loan on her 
policy, the cash resources of the com 
pany being greatly depleted. On Wed- 
nesday the Old Colony tendered into 
court the amount of Mrs. Stengel’s 
claim and the bill for receivership was 
dismissed. Mrs. Stengel’s attorney 
wanted his fees settled by the Old Col- 
ony as well, but the company, as a legal 
matter not being required to do so, re- 
fused. 

The Illinois insurance department has 
been in frequent conferences with the 
management of the Old Colony in re- 
cent months. Many complaints were 
made to the department that the Old 
Colony was not meeting its obligations. 
The Illinois department was induced to 
exercise patience, the management ex- 
pressing hope that a loan would be 
granted by the Reconstruction Finance 
Corporation. 

In 1928 application for receiver for 
the Old Colony was made by the IlIli- 
nois attorney-general at the instance 
of the Illinois department. Rufus M. 
Potts, former Illinois insurance super- 
intendent, defended the company. It 
was discovered that phosphate deposits 
existed on Florida land owned by the 
Old Colony and valuations were allowed 
to be increased. Experts testified as to 
the value of the home office building of 
the Old Colony at 166 West Jackson 
boulevard and the result was that a sur- 
plus instead of an impairment was per- 
mitted to be shown. The injunction 
proceedings were dismissed. 


Controversy with Potts 


After this litigation controversy de- 
veloped as to Judge Potts’ fees, he 
charging $80,000 and the company not 
willing to pay more than $25,000. This 
went to litigation and the court allowed 
Judge Potts $30,000 which he has not 
been paid. 

In recent months applicants for 
cash values and loans have been put 
off from week to week and month to 
month. 

In its annual statement as of Dec. 31, 
1931, the Old Colony reported assets 
$5,992,202 of which $4,738,308 or 80 per- 
cent was in real estate, most of which 
is accounted for by its home office 
building and Florida property purchased 
through subsidiaries, such as the Inter- 
Southern Investment Company. The 
net reserve at the end of the year was 
reported $4,577,340, capital $126,552 and 
surplus $691,662. Total income was 
$925,874 and total disbursements $952,- 
347. Insurance in force amounted to 
$27,156,930. 


Organized in 1905 


The Old Colony was organized in 
1905 under the title American Mutual 
Life. In 1907 its present name was 
adopted. In 1911 it entered into a mer- 
ger agreement with the Commercial 
Life of Chicago and later that same 
year it reinsured the Savings Life of 
Peoria. 

In 1928 the Old Colony floated a bond 
issue of $500,000 to refinance an en- 
cumbrance on the home office building. 

For the last three years the company 
has been unable to earn the 3% percent 
valuation rate of interest on its assets. 

B. R. Nueske has been president of 





the Old Colony since 1917. 














COLGATE TRIMS 
RATE HATER} 





Stock Placed on Annual Basis 
of $1; Firm Seeks to Keep 


Name Before Buying Public & 


Directors of the Colgate-Palm- 
olive-Peet Company decided yester- 


day to reduce common dividend 


= dend of 25 cents a share, compared 
with.former payments of 62% 
‘cents, thereby reducing the annual 
rate from $2.50 to $1. 


4) Charles S. Dewey, vice president § 
gag in charge of finance, explained the @§. 


dividend reduction will enable the 
company to conserve its resources 


mand maintain itself“ina liquid po- fe 


sition while present conditions con- 
i tinue.” 
TO PUSH ADVERTISING. 
He said: 


“The company contemplates con-/ 


tinuing its advertising campaigns 

H on a basis that will keep the posi- 

tion of the company in the industry 

and the reputation of its adver- 

‘@ tised brands in the minds of the 
if consuming public.: 

: “As no one can foretell for how 

i long a period present conditions 
may last, the company intends to 
conserve its resources and main- 
tain itself in a liquid position, be- 
lMeving that the carrying out of its 
program—even to the extent of re- 
duced profits ang dividends on the 
common stock—is the greatest ulti- 
mate service it can.render to its 
stockholders. 

BRANDS BEFORE PUBLIC. 

“The management. believes that 
active business and prosperity will 
in dye course return to the~coun- 
‘try and that as heretofore the pub- 
dic ‘Will seek the quality and repu- 
tation ofthose brands which have 
|, Stood the: teat of time and’, — 

' 7 i 











HE news item 

from the“Chi- 
cago Herald and 
Examiner,” re- 
produced at the 
left shows how 
highly one of the 
most successful 
business firms in 
the country 
values advertis- 
ing. 


It is clear from 
this action that 
executives of 
every kind, 
whether in the 
soap business or 
the insurance 
business, realize 
more and more 
that the adver- 
tised product (or 
company) is the 
successful one. 


Do not stop ad- 
vertising, unless 
you want your 
business to go 
elsewhere. 


(Number 22 of a series devoted to the 
merits of National Underwriter advertising) 
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A Story to Warm The 
Cockles of Your Heart 








VICE-PRESIDENT recently read to a con- 

ference of New York Life Officers a 
letter from the widow of a policyholder 
whose policy had lapsed. She wrote: “/ 
know he had to let it lapse... he could 
hardly get enough money to buy bread for 
us...1l amawidow with four children... 
I have nota dollar and no job.” ... 
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There was a moment of gloomy silence. 
Then the Vice-President said, “Extended 
Insurance was in force. We shall pay 
$5,035.58.” There were exclamations and 
smiles of relief. The Chairman clapped his 
hands! 
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After receiving her check, the widow 
wrote: “J could hardly believe my eyes... 
a check for $5,035.58 ... No one but a pen- 
niless widow can tell you what this check 
means to me...I hope to be able to educate 
each one of these children ... Best of all, it 
has enabled me to keep my children together 
... at home.” 





LOANOANGA NS 






TUMOR 















TOOT 
TANITANI TANITA AUTANITANITANUTANUTANITON ION Yai aX TaN Y@NtVaxlYax ev? 


NAGA, 









TT 


aX 







on, 






(The insured was notified that extended 
Insurance would run to Dec. 8, 1933, but 
apparently had not told his wife.) 
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How fortunate for this family that 
the agent recommended a life pol- 
icy and not term insurance. 
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NEW YORK LIFE 
INSURANCE 
COMPANY 


51 MADISON AVENUE 
NEW YORK, N. Y. 
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AS SEEN FROM NEW YORK 





TRUST COMPANY’S PLEA 


“Corporate executors dread to take 
hold of estates with ‘little cash and no 
available life insurance” is what a cer- 
tain trust company has to say about 
the problem of the uninsured and un- 
der-insured man of means. They further 
explain that “we dread forced sales to 
raise money necessary for estate pur- 
poses. We know the estate shrinkage 
will be large, and no matter how efht- 
cient our work, the beneficiaries and the 
heirs will be disappointed in the results 
to them.” 

Life insurance is the one institution 
that immediately adds to the value of 
the estate merely by the payment of a 
small interest charge for the additional 
value thus created. Furthermore, this 
value is not subject to the depreciation 
losses usual to other estate building 
methods. The very phenomenon, death, 
that causes estate shrinkage, losses in 
principal previously accumulated from 
income, means appreciation of principal 
“invested” when the estate has been 
built the life insurance way. Further- 
more, the life insurance policy is a con- 
tract and pays 100 cent dollars regard- 
less of market conditions; there is no 
doubt at any time as to the amount of 
cash that will be available to the execu- 
tors of the estate. 

Also, the state inheritance taxes, in 
some cases, are not raised a single 
penny for the simple reason that in 
some of the states, life insurance pro- 
ceeds payable to a named beneficiary, or 
left in trust for a named beneficiary, are 
not taxable. 

*x* * * 


MYRICK’S SEVEN MONTHS 


The J. S. Myrick office of the Mu- 
tual Life of New York in its home city 
paid for $2,588,750 last month as com- 
pared with $3,436,500 for July, 1931. 
For the first seven months of the year 
the agency paid for $17,719,625 as com- 
pared with $24,715,405 for the same per- 
iod in 1931. 

x * x 
GOOD TIME TO SELL 


A general agent in talking about pres- 
ent conditions says: 

“Agents are learning that now is the 
best time to sell life insurance. Rich 
men and poor men all are confused with 
the ‘poverty complex’ that is within 
them. The life insurance agent is an 
angel of good cheer, if he only fully 
realizes it. Every man wants to leave 
the world a better place because he has 
lived. Every man wants his own affairs 
balanced. Every man wants his affairs 
so conducted that he mav never pass 
on his burdens to another—at least not 
to his loved dependents. 

“The life agent who is driven on by 
the enthusiasm for the manner in which 
life insurance completely solves these 
personal problems, will find those that 
will listen and buy. Man wants enough 
income-producing property to replace 
his earnings if, and when, he is taken 
away. Life insurance does just this im- 
mediately. It is 100 cent dollars on any 
and every market. No set time or prin- 
cipal payment is necessary to acquire 
the full amount of the property desired. 
Insurability of the person and _ the 
agreement to pay a premium, most 
likely a reducing premium, until death, 
is all that is required to obtain the full 
amount of the property needed or 
wanted. 

“Man wants to distribute or transfer 
property of permanent value. Man can 
make a will directing the distribution of 
his estate. Where there is no will, the 
state directs its transfer. In either event 
the settlement of the estate is rather 
uncertain, quite often slow and most 
always very costly. 

“Life insurance is an estate by con- 
tract and permits man to immortalize 
himself. His property will suffer none 
of the hazards to which a general estate 
will be subjected. It may be a contract 





By R. B. MITCHELL 





to pay to a named beneficiary a stipy- 
lated monthly income for a definite 
number of years, or during the bene- 
ficiary’s life. It may be a contract to 
pay a definite sum of money at an 
agreed upon date or dates. It may be a 
contract to pay a positive rate of inter- 
est upon a certain sum for any number 
of years to a named beneficiary, and 
then the principal, or any portion there- 
of. Or it may be a combination of any 
and all of these contracts. There is no 
doubt about the distribution of any and 
all of the life insurance estate, neitlier 
is there at any time any doubt as to the 
security or the permanency of it. 
“Life insurance answers the problem 
of every man, rich or poor, as no other 
one institution does solve it. With it 
the minds of men are relieved of all 
worry concerning the future of their 
loved ones or themselves. In this way, 
they are free to devote their full and 
complete thought to the problems con- 
fronting them today. Thus it makes for 
a long and productive life and permits 
men to enjoy old age in the only way 
that brings contentment. Thus man 
may live proud of the fact that his liv- 
ing has made the world a happier place.” 
SAVES TRANSPORTATION EXPENSE 


In order to save transportation ex- 
penses, one of the important companies 
of the country operating with branch 
offices no longer sends completed files 
from ‘branch offices to the home office 
by mail. These completed files are per- 
mitted to accumulate for one week and 
then are sent each Saturday by express 
from the branch office to the home oi- 
fice. This same company is also using 
postcards instead of letters for obtaining 
acknowledgments of the receipt of ma- 
terial shipped out from the home and 
branch offices. 

es 
KEFFER AGENCY’S RECORD 


The R. H. Keffer agency of the Aetna 
Life in New York paid for $1,316,236 
in July as compared with $1,751,578 for 
July, 1931. The agency's year to date 
figures are $13,034,053 as compared with 
$15,764,686 for the same period in 1931. 

s &« @ 


MORRIS PLAN LOAN PROJECT 


For several months the Morris Plan 
Bank in New York City has been loan- 
ing money on life policies, up to the 
amount of the cash surrender value. Re- 
cently it advertised in the daily papers, 
“Don’t Forfeit Your Life Insurance. A 
policy is like ‘money in the bank. If 
you need money for any worthy purpose 
use the cash surrender value of your 
policy as collateral for a Morris Plan 
loan.” 

Such loans must be paid off in 1? 
monthly installments, and Morris Plan 
officials report that borrowers are 
prompt in making their payments. This 
incentive to repayment is somewhat 
more costly to the policyholder, now- 
ever, than if he borrowed from the lite 
company direct. ; 

Under the Morris Plan, a loan of, Say; 
$120 is first reduced by 6 percent I 
terest being taken out in advance, g!v- 
ing the borrower a net amount Oo 
$112.80. He pays $10 a-month for the 
next 12 months, so that he is paying 
interest on the full amount of his loan 
for the entire year, even though he 
was never in possession of the full $120, 
and the amount he did receive is beimg 
repaid at the rate of $10 a month. 


. es 
PENNELL AGENCY GAINS 
4 } 
The F. W. Pennell agency of te 


State Mutual Life paid for $626,000 ng 
July, a gain of $78,600 over July ot 1931, 
putting the agency in first place amons 
the companies’ offices countrywide. he 
Clark agency at Boston is second a” 
the Wrenn agency at Chicago third. 





Augus' 











= O Fe 


August 5, 1932 


LIFE INSURANCE EDITION 











ORIGINATORS OF THE FAMILY 


CONTINENTAL AMERICANS 


Retirement 
Income Agency Contract 


CSwees older . . . slowing down . . . a gradual reduction in earnings, these 


conditions face the life insurance representative as they do men in other vocations. 


The Continental American recognizes this and in order to protect, in their advancing 
years, its men who have demonstrated their ability, it offers an EXTRA REWARD in 
the form of a Service Salary. This is provided in the Continental American's Retirement 
Agency Contract, its regular contract, combining, in addition to the usual commissions, a 
Service Salary. This contract not only assures the representative an income in his advanc- 
ing years but under it he ultimately may build up a total income from the renewal and 
Service Salary fully twice as great as he could possibly build up from the usual renewals 
alone. 


Thus the Continental American offers a great opportunity to men of character and 
ability who are looking and planning ahead, men who are looking toward financial in- 
dependence . . . men who are eager to get above the crowd. 


A limited number of openings in Massachusetts, New Jersey, Pennsylvania, Delaware, 
Send for our booklet-— Maryland, District of Columbia, Virginia, West Virginia, and Ohio. Address your 
"An Extra Reward" communication to George A. Martin, vice-president. 


AMERICAN 
COMPANY 


Wilmington . Delaware 
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Not the Best Way 


Annuities have their place and should be sold 
to fillit. But theyshould not be sold in situations 
that clearly call for life insurance coverage, unless 
the prospect is immovably determined to take an 
annuity. The family should come first, and life 
insurance, for as large an amount as may be 
necessary, to be distributed in income form, is 
the ideal, and no buyer can go wrong in making 
such a purchase. 


Better an annuity than nothing at all, but 
better the purpose and the will to sell the right 
type than to take the easiest way and sell an 
annuity out of place. 


THE PENN MUTUAL LIFE INSURANCE COMPANY 
WM. A. LAW, President 


Independence Square PHILADELPHIA 




















W. J. SHAW 


W. L. MOODY, JR. W. L. MOODY, III 
President Secretary 


Vice-President 


J. B. MILLS 


SHEARN MOODY 
i Asst. Vice-President 


Vice-President 


AMERICAN NATIONAL 
INSURANCE COMPANY 


HOME OFFICE: 
GALVESTON, TEXAS 


Insurance in Force $542,054,101.00 
Assets $47,681,787.50 
Surplus $7,278,118.59 


ORDINARY—INDUSTRIAL 


* 
We Have Openings for Live Men in 


Kansas Minnesota South Carolina Virginia 
Kentucky Missouri Tennessee West Virginia 
Michigan North Carolina Texas Washington 


California 
Colorado 
Georgia 


Liberal First Year and Renewal Commissions 
Up to Date Policies—Non Medical—Special Low Premium Plans 


If Interested Address 


AMERICAN NATIONAL INSURANCE CO. 
GALVESTON, TEXAS 

















|Kentucky Home’s Securities 
Are Approved by Receivers 


NEW YORK GROUP BID RAISED 


Inter-Southern Receivers Accept Re- 
vamped Investment Portfolio— 
Official Family Named 


LOUISVILLE, KY., Aug. 4—Re- 
ceivers for the Inter-Southern Life have 
aproved the million dollars in securities 
composing the capital and surplus of the 
new Kentucky Home Life, being satis- 
fied with securities offered to replace 
some previously refused. 

At a meeting of directors Tuesday of 
the Kentucky Home Life, the list of 
officials was completed, which includes 
Federal Judge Charles I. Dawson as 
chairman of the board; Mayor William 
B. Harrison, Louisville, president; Mau- 
rice L. Wurzel, Philadelphia, executive 
vice-president; John H. Miller, New 
York, vice-president; Elliot Hardon, 
_ Jersey City, secretary-treasurer; Benja- 
min S. Washer, Louisville, general 
counsel; Ellsworth Regenstein, Cincin- 
nati, director of agents; Burton Van 
Dyke, Louisville, actuary; Dr. W. T. 
McKinney, Louisville, medical director; 
J. R. Williams, Somerset, Ky., assistant 
treasurer. 

Judge H. Church Ford of the Frank- 
lin county circuit court, Frankfort, Ky., 
has called a hearing this week at Frank- 
fort, Ky., to consider the intervening 
petitions filed by the policyholders’ pro- 
tective committee and other interests 
opposing the Kentucky Home Life pro- 
gram. At this hearing the court may 
give its approval to completion of the 
agreement for turning the Inter-South- 
ern over to the new company. 


NEW YORKERS RAISE OFFER 


FRANKFORT, KY., Aug. 4.—The 
policyholders’ committee of the Inter- 
Southern Life was informed by E. C. 
Proctor, St. Louis attorney, representing 
the D. M. Milton interests of New 
York, which has offered to rehabilitate 
the Inter-Southern, that his clients were 
willing to add $350,000 to their original 
offer of $1,000,000 for the company’s 
assets. The additional sum is regarded 
as extra safeguard to policyholders. 

The Milton interests propose to carry 
on the business through the Equitable 
Life & Casualty, of which they have 
acquired 67 percent control. The Ken- 
tucky Home Life, organized to take 
over the Inter-Southern under the 
Greenfield & Co. offer, agreed to post 
$1,000,000 in approved securities. 

The committee stated that Greenfield 
& Co. has submitted new securities to 
replace those rejected by Inter-Southern 
receivers. The committee stated that 
Mr. Proctor committed his clients to put 
all needed finances into the Missouri 
State, thereby restoring to the Inter- 
Southern the value of the Missouri State 
stock which it holds. The committee, in 
repeating its preference for the Milton 
plan over the Greenfield, expressed 
opinion that the court also should give 
careful consideration to the mutualiza- 
tion plan, which it expects to announce 
soon. No date has been set for the 
hearing of its petition before the Frank- 
lin circuit court. 


Ohio State Appointments 


The Ohio State Life has appointed 
E. L. Wilson general agent at Dayton, 
O. He succeeds E. A. Sauer, who 
wished to be relieved because of other 
business affairs but will remain with the 
Dayton office. Mr. Wilson was for 
eight years connected with the Gem 
City Life at Dayton. C. A. Ward, who 
for seven years was manager of the 
Missouri State at Toledo, has been ap- 
pointed general agent of the Ohio State 
for northwestern Pennsylvania, with 
headquarters at Erie. 











Made Secretary 





W. W. ALDERMAN 


W. W. Alderman, who becomes secre- 
tary of the Pilot Life of Greensboro, 
N. C., is the underwriter of the company 
at the home office and is highly regarded 
for his ability and knowledge of the 
business. 


Exhaustive Legal Index 
Published by Convention 








ST. LOUIS, Aug. 4—The Amer- 
ican Life Convention has forwarded 
members of its legal section and cor- 
responding officers of member com- 
panies a new legal index in which prac- 
tically all questions of law met by coun- 
sel for a life insurance company are to 
be found with proper references. 

The new legal index took two years 
to prepare and contains more than 900 
general heads and 8,000 swb-heads, rel- 
erences and cross-references. It is said 
to be the most complete and thorough 
index of its kind ever published. 


Scope Is Extended 


Originally it had been intended to in- 
clude only the proceedings of the Amer- 
ican Life Convention’s Legal Section, 
covering a period of 25 years, and the 
Association of Life Insurance Counsel 
(18 years) but later the scope ot the 
volume was increased so as to also 
contain the American Law Reports A®- 
notated and many law school and other 
legal periodicals. The convention plans 
to issue supplements from time to time. 

The references to the Association 0 
Life Insurance Counsel contained in the 
Legal Index are the work of Harry Cole 
Bates, secretary of the association. he 
other work in the volume was done by 
Ralph H. Kastner, attorney tor the 
American Life Convention, and Maurice 
E, Benson, his assistant. 


Valuations Committee Meets 


NEW YORK, Aug. 4—The sub 
committee on valuations of the \* 
tional Convention of Insurance (0 
missioners met here recently at the o 
fice of Superintendent Van Schaick ° 
New York, who is chairman of the com 
mittee and subcommittee, to discs 
plans for the publication of the 
on valuations issued each year b 
National convention. , 

Beside Mr. Van Schaick, those pr¢*: 
ent included Commissioners Dunham 
Connecticut, M. L. Brown of Mass 
chusetts, and Hanson of [llinots, 
Actuary Bruce Shepherd of the New 
Jersey Department, representing Com 
missioner Smith. 
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W en the clock 


buzzes someone’s protec- 
tion is in danger. 





Metro 
Coin-Controlled 
Electric Clock 


SELLS Insurance 


COLLECTS Premiums 
Shows prospects they CAN pay. 
Then sees that they DO pay. 
METRO collects 25c every day. 
When the money is due the clock 
begins to buzz gently at first grad- 
ually growing louder and louder. It 


will continue to buzz until a deposit 
is made. 


METRO is a high grade handsome 
electric clock. 


The coin slot is in the back entirely 
out of sight. 


Coins drop into a neat locked com- 
partment, 


A POLICY A DAY 
THE METRO WAY 


Each clock will bring you many times 
Its cost. 
Price only $3.85 


The Metro 


Mfg. Company 
Cleveland, Ohio 
FILL IN THIS COUPON TODAY 


_—S 
eS 


COUPON 


Metro Mfg. Co. 
8435 Broadway, Cleveland 


Please rush one Metro Clock, $3.85 C. 
- subject to return in ten days for 
full refund. 
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Over $123,000,000, including more 
than $31,000,000 in dividends, was paid 
by the New York Life to policyholders 
and beneficiaries .in the first six months 
of 1932. Of this total, over $86,000,000, 
or more than two-thirds, was paid to 
living policyholders in the form of ma- 
turing endowments, dividends, surrender 
values, etc., while nearly $37,000,000, in- 
cluding over $1,400,000 as double in- 
demnity for accidental deaths, was paid 
beneficiaries. 

Since organization in 1845, the New 
York Life has paid to policyholders and 
beneficiaries over $3,500,000,000 of which 
$2,300,000,000 was paid to living policy- 
holders and $1,200,000,000 to benefici- 
aries. Dividends paid by the company 
every year since 1847 up to and includ- 
ing the first half of 1932 total over 
$950,000,000. 


Judge Says All Bids for 
Security Unsatisfactory 





Federal Judge Lindley of Chicago has 
advised the receiver for the defunct Se- 
curity Life of Chicago that all bids 
which have been submitted for that 
company are unsatisfactory. The order 
was given informally and the names of 
the bidders were not disclosed. It is 
known, however, that one bid was from 
= Equitable Life & Casualty of Louis- 
ville. 

The receiver, John A. Massen, will 
now call for amendments and modifi- 
cations of the bids which have been sub- 
mitted and will call for new bids. 


Quits Penny-a-Day Field 
The American Preferred Risk Under- 
writers of Chicago has discontinued the 
writing of penny-a-day accident and 
health policies. 





Stormy Petrel in 
Old Hickory State 























JOSEPH I. REECE 


Insurance Commissioner J. I. Reece 
of Tennessee has drawn the fire of some 
of the company officials by refusing to 
license certain companies this year, he 
claiming they have insufficient assets. 
He has been visited by numerous attor- 
neys, company officers and interme- 
diaries. He has been in the midst of a 
hot political fight in the gubernatorial 
primary campaign. Commissioner Reece 
came from Johnson City, where he was 
a life salesman representing the Lincoln 
National Life and later the Mutual Life 
of New York. Prior to that he was a 





school man. 









MIDLAND MUTUAL 
PERSONAL LIFE 
INCOME PLAN 





Here is an annuity contract that is proving a real business getter for Midland 
Mutual Life representatives. 


Contract (for example) issued at age 35 
Matures at Age 65 
Annual Deposit $300.00 (can be paid semi-annually or quarterly) 


Total Cash Settlement at Age 65—$18,719.85 
Includes guaranteed value of 
14,427.00 plus dividend accumulations of $4,292.85) 


Or Monthly Income for Life 
Option (a) for 120 months or as long as annuitant lives 
thereafter—$142.44 per month [includes $109.77 guaran- 
teed and additional from dividends of $32.67). 


In addition to the above there is an average excess 
interest of $9.47 per month for the first ten years. 


Option (b) Total monthly income of $139.44 per month [in- 
cludes $107.46 guaranteed and additional from dividends 
of $31.98) paid until the total income equals the cash value, 
and as long thereafter as the pene es 


Option (c) pays $163.83 per month (includes $126.27 guar- 
anteed and $37.56 additional from dividends) as long as the 
annuitant lives and terminating with the last payment pre- 
ceding death. 


Premium deposits may be discontinued beginning at the age of 50 on any 
poy anniversary up to the age of 70. Then one of the above options may 
e elected. 


Liberal settlement also made to the beneficiary in case of death of the 
annuitant. 


No medical examination required. 


This annuity shows a net return on the investment of 33,°/, compounded an- 
nually at the end of 15 years; 4!/g°/, compounded annually at the end of 20 
years and 434°/, compounded annually at the end of 30 years. 


If you desire further information concerning this new Midland Mutual annuity 
address THE AGENCY DEPARTMENT. 


THE MIDLAND MUTUAL LIFE 
INSURANCE COMPANY 


COLUMBUS, OHIO 
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Need for Deliberate Action 


BAcK in 1897 when the Mutuat Lire of 
New York put out its famous “G. C. V.” 
or guaranteed cash surrender value policy, 
a movement was started which helped pop- 
ularize life insurance and down to the pres- 
ent time, had no ill effects. In the cycle 
of business and sogial change, however, 
the time always comes when a defect bears 
its fruits. Following the granting of full 
reserve cash values came full reserve loan 
values. Today these two problems vex 
the life insurance business. 

In a similar way, a few companies 
started the total and permanent disability 
clause. This became a great talking point 
and agents of other companies virtually 
forced their own companies to follow suit. 
What the total losses will be under total 
and permanent disability remains to be 
seen. Already some participating compa- 
nies are making a differential in their divi- 
dends as between policies which carry the 
clause and those which do not. 

It remains to be seen how the annuity 
principle is going to work out in the case 
of total and permanent disability, because 
disability is virtually an annuity contract. 
The fact that annuities are becoming popu- 
lar has again drawn attention to the sub- 
ject; that an annuitant lives longer on the 
average than those whose old age is not 
so safeguarded from financial care and 
worry will no doubt have its effect in in- 
creasing the cost of disability to the com- 
panies. It is hardly likely that this fact 
was taken into sufficient consideration by 
the various companies, which followed the 
pioneers like sheep, in fixing their rates. 

Now we have another movement; partly 


“the public, 


in response to an apparent demand from 
in the development of the an- 
nuity field. It is very proper that life 
agents should sell annuities in connection 
with life insurance but the instances of 
cash and loan values and of disability 
would indicate that it will be just as well 
that each company before entering into 
the annuity field shall consider the subject 
carefully on its own account and not nec- 
essarily adopt the plan because some other 
company has taken it up. Actuaries no 
doubt consider all these matters carefully 
but the proceedings and discussions of the 
actuarial societies are not given enough 
publicity and in fact they are sometimes 
kept secret. We know at least that a 
different mortality table should be used 
in figuring annuities than in figuring life 
insurance rates. It is also a question 
whether any but strong companies, whose 
permanence is guaranteed, should enter ex- 
tensively into the annuity field. 

It has taken nearly 35 years to show that 
full reserve guaranteed cash and loan val- 
ues do not make for thorough soundness 
of the life insurance system under any and 
all conditions, especially if life insurance 
companies are to depend upon long term 
maturities in bonds and mortgages for 
their investments. 

We believe that the life insurance sys- 
tem is the greatest economic scheme that 
has ever been devised and for that reason 
actuaries and experts should study and 
scrutinize every new plan proposed very 
carefully in all its aspects before it is gen- 
erally adopted. The annuity field should 
be developed cautiously. 


Fear Is in Command 


WE Ake all very much these days under 
the command of fear. Business men hesi- 
tate to make a move. We dread to ex- 
periment and step far from our moorings. 
Business is in a state of fright. If solici- 


tude should give way to confidence good 
times would return. Failure in personal 
pursuits is more often than not due to 
the fear of a person that he cannot 
make the grade. 








Thomas G. Hoffman, son of H. G. 
Hoffman, manager for the Minnesota 
Mutual Life in Mt. Sterling, Ky., will 
be married Aug. 11 to Miss Louise Cole- 
man in Mt. Sterling. ‘Mr. Hoffman is 
associated with his father in the Minne- 
sota Mutual agency. 


A. C. Larson, Madison, Wisconsin 
state manager for the Central Life of 
Iowa, has been chosen unanimously 
first potentate of ZOR temple, a new 
Shrine established in Wisconsin. Dis- 
pensation was granted at the recent im- 
perial council sessions of the order in 
San Francisco, following application of 
some 1,400 members in Wisconsin. Mr. 
Larson is a past-secretary of the Na- 
tional Association of Life Underwriters, 
and councilman for Wisconsin of the 
American College of Life Underwriters. 


Ed N. Strong, 58, Oregon general 
agent National Life of Vermont, died 
in Portland after an illness of two 
weeks. Death was due to cerebral em- 
bolism followed by paralysis. In 1907 
Mr. Strong started as‘an agent for the 
Western Union Life at Spokane, Wash. 
After two years he moved to Oregon 
and for some 15 years was associated 
with Western States Life. His advance- 
ment was rapid and after being ap- 
pointed agency supervisor, he was 
named general manager with head- 
quarters in Portland. In 1923 he re- 
signed to join the National Life of Ver- 
mont. 

In 24 years Mr. Strong was credited 
with writing more than $7,000,000 in 
policies. Under his direction, the Ore- 
gon agency grew from a ranking of 22nd 
place among the National’s 68 branches 
to among the first five. In 1928 Mr. 
Strong was second in personal produc- 
tion among all company agents and was 
elected president for two years of the 
General Managers Association. He was 
also named head of the Leaders’ club of 
the company. 

Col. C. B. Robbins, president Cedar 
Rapids Life, has become an involuntary 
apiarist. At Trail’s End Cabin, which 
surmounts a bluff 90 feet above the 
Wapsicon river, Col. Robbins’ 1,100-acre 
farm three miles north of Viola, Ia., 
the Colonel has found bees filling the 
space between the glass and the outside 
shutters on his cabin. The Colonel is 
quite enthusiastic over his new pets and 
enjoys showing his friends how the bees 
store their nectar and extend the comb. 


Fred J. Joyce, who will address one 
of the group meetings of the managers’ 
conference at the time of the conven- 
tion of the National Association of Life 
Underwriters, is manager of the Mutual 
Life of New York at Phoenix, Ariz. 
He joined the Mutual Life agency there 
in 1909. He hecame a member of the 
Albuquerque, N. M., agency in 1914, 
continuing there until he was made 
branch manager of the Phoenix agency 
in 1930. He had been a member of his 
company’s “Quarter Million Field Club” 
every year since its organization, until 
his appointment as branch manager of 
the Phoenix agency. 


William P. Stedman, who is the 
choice of the nominating committee for 
president of the National Chapter, Char- 
tered Life Underwriters, has been con- 
nected with the National Life of Ver- 
mont in Baltimore since 1914. He was 
a part time agent until 1922, when he 
entered full time production in 1922 as 
a member of the firm of George & 
Stedman,: general agents. Earlier this 
year Mr. Stedman gave up general 
agency work to devote his full time to 
personal production and educational 
work, retaining the title of associate 
general agent. 

Mr. Stedman was born in Waterbury, 
Conn. He graduated from Trinity col- 
lege at Hartford and for three years 





served as principal of the high school 
at Bel Air, Md. From 1908 until 1919 
he was instructor in modern languages 
at Baltimore Polytechnic Institute and 
was head of the department of modern 
languages at that institution from 1919- 
1922. 

Mr. Stedman directed the first group 

at Baltimore that took the C. L. U. 
examination. He received the C. L. U. 
designation in September, 1930. He 
organized the Baltimore chapter of the 
Cc. L. U. in 1930 and became its first 
president. He is at present vice- a 
dent of the National Chapter, C. 
He has been director of insurance as 
cation at Baltimore College of C)m- 
merce and is at present a director of in- 
surance education at the University of 
Baltimore. 

Mr. Stedman was in charge of the 
program for the Maryland-District of 
Columbia sales congress this year. 


Edmund Strudwick, Jr., formerly vice- 
president Atlantic Life and son of the 
late Edmund Strudwick, long president 
of the Atlantic, has been elected presi- 
dent of the Title Insurance Company 
of Richmond, succeeding John T. Wil- 
son, well known Richmond banker, who 
becomes chairman of the board. 

George R. Green, 31 years, auditor of 
the All States Life, was drowned last 
week while bathing with several com- 
panions in an abandoned gravel pit near 
Montgomery, Ala. Mr. Green was in 
the water with two companions when he 
stepped into a hole 18 feet deep and, 
being unable to swim, sank. His friends 
tried desperately to save him. 

Daniel Boone, Jr., president Midland 
Life, Kansas City, Mo., recently went 
through an experience which might pass 
for the modern counterpart of some of 
those gone through by his great-great- 
grandfather, Daniel Boone, the pioneer. 

A bandit car forced his to the curb, 
and a hard-boiled bandit ordered him 
to drive around. After an hour or s0, 
the bandit made him “shell out,” then 
left, throwing the keys to Mr. Boone's 
car away at a nearby lamp post. Mr. 
Boone found them and started back to 
his car when the bandit came running 
up. The bandit car had run out of 
gasoline. Mr. Boone was forced to 
drive to a station for additional juice. 

While on a picnic at Cedar Point, O., 
with other members of the Cleveland 
office of the Sun Life of Canada, J. 
Ernest Teare was stricken with a heart 
attack and died instantly. Mr. Teare 
had just been chosen to umpire a base- 
ball game among the employes. He 
was manager of the Sun Life’s mort- 
gage loan department in Cleveland for 
six years and prior to that was man- 
ager of the mortgage loan department 
of the old Cleveland Life. 

Irwin Hertzman of Hertzman & 
Hertzman, Louisville general agents 
State Mutual Life, is a major in the 
reserve army and is spending several 
weeks at Camp Knox near Louisville, 
in training the summer civilian camp. 


James R. Daughtry, general agent 2 
Roswell, N. M., for the Missouri State 
Life, on Aug. 7 will celebrate his 25th 
anniversary with the company. 

Dr. Frank P. Righter, medical director 
Atlantic Life, was bereaved recently by 
the death of his mother, Mrs. Achsa E 
Righter, at her home in Pittsburgh. 

Peter M. Fraser, vice-president of the 
Connecticut Mutual will leave Hart- 
ford about Aug. 8, for Denver and the 
Pacific coast, where he will visit Los 
Angeles, San Francisco, Portland 4 
Seattle. In addition to looking ove 
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the company’s mortgage loan invest- 
ments in the west, Mr. Fraser will 
yisit and speak briefly at the general 
agencies. 


Myron L. Seltzer, Des Moines, Ia., 
general agent Aetna Life; has sent a 
communication to the city council re- 
garding a question of etiquette involv- 
ing the bowing to sun awnings. 

“The greatest issue,” said Mr. Selt- 
zer, “is whether to bow to the offending 





awnings and save a new hat or not to 
bow and go buy another or else have it 
—the hat—cleaned. 

“I, personally,” concluded Mr. Seltzer, 
“with my 6 feet 4 inches by 215 pounds 
of God-given anatomy, second the mo- 
tion ‘that there otta be a law’ for the 
city of Des Moines on this awning 
problem.” 

By formal resolution the city legal 
department has been instructed to see 
what can be done about the matter. 








—_— 


NEWS OF THE COMPANIES 





Pyramid Buys Oklahoma Life 


Little Rock Company Expands—N. Bert 
Smith Becomes Vice-President— 
Eleven Million in Force 








LITTLE ROCK, ARK., Aug. 4.— 
Creating a company with $11,000,000 in- 
surance in force and assets in excess of 
$1,000,000, the Pyramid Life of Little 
Rock has purchased the Oklahoma Life, 
according to Herbert L. Thomas, presi- 
dent. He did not disclose the details 
of the transaction. 

N. Bert Smith, president Oklahoma 
Life, will become vice-president of the 
Pyramid Life in charge of its Okla- 
homa office, and J. C. Smith, former 
vice-president, will become the Pyra- 
mid’s supervisor of agencies. N. Bert 
Smith issued the following statement: 

“Knowing the advantages of financial 
institutions to the southwest, I spon- 
sored organization of the Oklahoma 
Life in 1927. In selling to the Pyramid 
Life and becoming identified with that 
organization, I lose none of my enthusi- 
asm, but see in the Pyramid Life, with 
its executive organization devoting its 
full time and ability to the one purpose 
of building a life insurance company, a 
better and quicker plan of accomplish- 
ing the purpose which I was endeavor- 
ing with divided time and attention 
to do.” 

Other officers of the Pyramid Life 
are Robert C. Stark, secretary; Ben R. 
Hamilton, vice-president, and Verne Mc- 
Millen, Carl Hollis, James Thomas and 
David A. Gates, directors. 

Mr. Thomas said that_ acquisition of 
the Oklahoma Life with its sales organ- 
wation gives the Pyramid Life repre- 
sentation in virtually every section of 
Arkansas and Oklahoma. 


Jefferson Standard’s Year 


Company’s Semi-annual Report Shows 
That Progress Is Made Despite 
the Times 








At the semi-annual meeting of direc- 
tors of the Jefferson Standard Life, 
President Julian Price made report of 
the satisfactory progress during the 
first six months and a semi-annual divi- 
dend was declared. He emphasized the 
tarning power of the company shown by 
the fact that the semi-annual state- 
ment showed no decrease in surplus. 
Operating expenses have been reduced. 
ts mortality experience has been very 
favorable. The demands for policy 
loans have shown a marked decrease. 
During the first six months the Jeffer- 
son Standard paid policyholders over 
$4,500,000. More than $2,500,000 was 
Paid to living policyholders. New busi- 
ness for the first half year amounted 
to $18,511,400. The company now has 
assets of more than $56,000,000. In 
August the company is celebrating its 
25th anniversary. 


Seaboard Life Figures 


The Seaboard Life of Houston in its 
Semi-annual statement shows assets 
$041,805, legal reserye $670,198, policy- 
olders’ surplus $252,530, insurance in 


force $16,491,73 in in six m 
,491,736, re) 
$111,159, gain in six nths 








No Successor for Van Dyke 





Northwestern Mutual Life Trustees De- 
lay Naming President—Some Pro- 
motions Announced 





MILWAUKEE, Aug. 4.—Selection 
of a successor to the late W. D. Van 
Dyke as president of the Northwestern 
Mutual Life was laid over at the annual 
meeting of the trustees. It is expected 
that a special meeting will be called 
before the next quarterly meeting, at 
which a special committee appointed 
will make a recommendation of some 
outstanding personage for the presi- 
dency. Although no information was 
available at the home office, rumor 
mentioned several present officials and 
members of the board as possible suc- 
cessors. Others express the belief that 
some distinguished outsider may be 
named. 

F. W. Walker, vice-president, who 
has been acting president for some 
time, will continue in that capacity until 
action is taken. The board elected 
W. D. Van Dyke, Jr., to succeed his 
father on the board, but two other va- 
cancies were left unfilled. They are 
those of A. J. Frame, veteran banker 
of Waukesha, Wis., who resigned be- 
cause of inability to attend meetings, 
and John E. Wilder, Chicago manufac- 
turer, who died last week. 

Senior officers were relected and P. R. 
Sanborn, vice-president, who desired to 
be relieved of active duties, was made 
an honorary vice-president and continues 
as a trustee. Mr. Sanborn has been 
with the Northwestern since 1875 and 
a vice-president since 1919. 

In appointing all junior officers, the 
board filled two vacancies. J. T. Galla- 
gher, assistant superintendent of claims, 
was appointed superintendent to succeed 
the late E. H. Hooker. H. A. Wood 
was appointed auditor to fill the posi- 
tion vacated when S. E. Barry was re- 
cently made controller of the company. 

The report on business for the first 
six months of 1932 showed new insur- 
ance paid for $176,261,768. While this 
represents a decrease of about 15 per- 
cent from last year, it was regarded as 
most satisfactory considering existing 
business conditions. Gross assets June 
30 were $995,452,039, an increase of 
$34,000,000 over a year ago. 





Hearing on Equity Life Is 
Concluded by Commissioner 





LINCOLN, NEB., Aug. 4.—Commis- 
sioner Herdman of Nebraska has com- 
pleted a three-day hearing of objections 
filed with him by Reese Wilkinson, as 
a stockholder of the Equity Life of 
Omaha, against its being merged with 
the Union Pacific of Omaha, following 
the acquiring of control of both com- 
panies by John A. Farber and associates, 
who had previously been operating the 
Fidelity Old Line Life. 

Hearings were held in secret and no 
intimation of the nature of the objec- 
tions was given out by the department. 
No ruling will be made until an exam- 
ination of all three companies has been 
completed by the department. Mr. 
Wilkinson is head of the National Old 
Line Life of Lincoln and was an un- 
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METROPOLITAN LIFE 
INSURANCE COMPANY 


FREDERICK H. ECKER, PRESIDENT ONE MADISON AVE., NEW YORK, N.Y. 
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SOMETHING NEW tur IS NEW 


IN LIFE 


A Dollar’s worth for every Dollar 
reguedaacdd bind af pele aeedined 


A $1,000.00 Endowment Policy, any age at issue, guarantees 


$1,961.54 plus Dividends in 
it matures. 


event policy becomes a claim the year 


Our Twenty Payment most remarkable policy of all—too much 
to write about in this advertisement. 


We have Ordinary with 


and without Cash accumulation. With- 


out cash value it furnishes Pure Protection Life insurance at non- 
participating rates but on a participating basis—it is estimated 
dividends will amount to 50% within a few years, based on actual 


experience past five years. 


Juvenile Policies—Ordinary, Twenty Payment and Endow- 
ment from birth, with all the fine features of our Adult Policies. 

Many other forms of Policies equally attractive. 

Operating in Illinois, Michigan, Indiana and Missouri 


NTERSTATE RESERVE 


LIFE 


INSURANCE 
COMPANY 


Mutual Legal Reserve Life Insurance 
Ten East Pearson Street : : : Chicago 

















And 
Monthly 


well as those on 


Now— 


Premiums! 


A. profiting by 
the exceptional money-making opportuni- 
ties of our Golden Rule Contract, now 
may place Monthly Premium Policies, as 


the Annual, Semi-annual 


or Quarterly basis. 


A Monthly Premium Depositing Plan 


is certain to be p 


opular in times like these. 


Columbus Mutual Life 
Columbus, Ohio 











successful bidder for the Equity when 
it was sold recently to Mr. Farber’s 
group. 


A. C. Louette Is Honored 


During July the agents of the Peo- 
ples Life of Frankfort, Ind., went over 
the top in the famous campaign for 
Vice-president and Agency Manager A. 
C. Louette. Over $1,000,000 was pro- 
duced, this being the largest volume of 
business written any month this year. 
Mr. Louette is one of the successful 
agency generals in the west. The cam- 
paign was in personal charge of Presi- 
dent E. O. Burget. Mr. Louette is 
popular with the Peoples Life force and 
they took delight in doing him an honor. 


Seeks Oklahoma License 

OKLAHOMA CITY, Aug. 4—A 
writ of mandamus has been issued by 
the Oklahoma county district court 
against Commissioner Jess G. Read, 
upon petition of the Union Life of Den- 
ver, which alleges that Mr. Read has 
refused to grant a license permitting the 
company to do business in Oklahoma. 

The commissioner maintains that no 
company that is organized and pro- 
moted by sale of bonds is entitled to 
such a license. He stated that financ- 
ing and holding companies and all those 
organized and promoted on such a ba- 
sis, have proven unsatisfactory in all 
states in which they have entered and 
he believes that they do not work to 
the interest of the policyholder. If the 
court decides such companies shall be 
licensed, it will throw the state open to 
a number of companies which have 
been organized in the same way, he 
added. 

The case is set for trial for Aug. 10. 


Contest to Honor Ayres 


The American Life of Detroit, will 
celebrate the 58th birthday of President 
Clarence L. Ayres in August with a 
“58 Month Contest” in which prizes 
will be given to agents who write 58 
cases, turn in $580 in premiums, write 
$58,000 or $5,800 of business. A spe- 
cial policy will be issued in commemo- 
ration of the event with a face of $5,800, 
paying a cleanup sum of $750 on death 
together with $58 per month for 100 
months. 


Assets, Capital, | Surplus Shown 


The American Life of Denver re- 
ports assets at the end of the sixth 
month this year, $3,127,126, and capi- 





tal and surplus, $230,121. The Central 
Life of Kansas has assets, $2,779,177, 
and capital and surplus, $80,812. The 
Credit Life of Springfield, O., shows 
$238,569 assets and $201,377 capital and 
surplus. The Country Life of Chicago 
has $1,590,849 assets and $391,537 capi- 
tal and surplus; Guaranty Mutual Life 
of Nebraska, $16,295,102 assets and $1,- 
228,064 surplus; Harvester Life of 
Texas, $1,117,446 assets and $650,544 
capital and surplus; Midland Life of 
Missouri, $5,540,409 assets and $199,349 
capital and surplus; Modern Life of 
Minnesota, $1,783,134 assets and $201,- 
157 capital and surplus; New England 
Mutual Life, $273,327,409 assets, and 
$24,645,572 surplus. 


Two Officials Are Advanced 


E. H. Speckman, auditor at the home 
office of the Kentucky Central Life & 
Accident, has been made vice-president 
to fill the unexpired term of O. E. West. 
W. H. Beecher, actuary, was elected a 
director to succeed Mr. West in that ca- 
pacity. 


Revises Club Requirements 


The Missouri State Life has an- 
nounced new qualification rules to gov- 
ern membership in the Quarter Million 
and Hundred Thousand clubs. 

The club year will be from May 1 
to Aug. 30 and every agent is eligible 
to membership. All business must be 
paid for in cash within the club year 
to get credit for club membership. 
Credits for business will be determined 
when the application is approved and 
not after the policy is issued. A re- 
newal percentage of at least 75 percent 
is required for membership in either 
club. 


Cheney in Charge of Loans 

Earl Cheney, who has been on the 
home office staff of the Pacific Mutual 
Life for 25 years, has been appointed 
superintendent of the policy loan de- 
partment. He entered the service of 
the company in 1907 as an office boy 
and has been connected with the policy 
loan department for more than twenty 
years. During this period he has seen 
the office staff of this department grow 
from six employes to over 50. 


Life Company Notes 


The Ohio State Life has declared its 
usual quarterly dividend of 2% percent. 

F. H. Hornby, chairman of the board 
of the Continental Bank & Trust Com- 
pany of New York, has been elected as 
director of the Guardian Life. 








GENERAL AGENCY NEWS 





Systematic Campaign Wins 


Minnesota Mutual St. Paul Agency In- 
creases Production 30 Percent by 
Aggressive Work 


ST. PAUL, MINN., Aug. 4.—The 
St. Paul department of the Eliason 
agency of the Minnesota Mutual Life 
showed a gain of 30 percent for the 
first six months of 1932. 

At the outset of the year Managers 
Hugo Victor and Norbert F. Winter 
realized that only by hard, systematic 
work could the agency hope to overcome 
the effects of widespread business 
sluggishness. They mapped out a pro- 
gram of aggressive campaigning. A 
definite system of approach and sales- 
manship was drawn up to be used by 
every man in the agency. A daily staff 
meeting was ordered for the first thing 
each morning which was to be a sort 
of daily rehearsal of this sales talk. One 
agent would be called upon to begin 
the talk; he would be cut off in the mid- 
dle of a sentence and another man 
called upon to take up the talk from 
that point. This procedure was con- 
tinued in rapid fire fashion for 30 or 40 





minutes each morning with the result 
that every man on the staff soon was 
thoroughly schooled in this sales talk. 
A score board was kept. Each agent 
was under orders to make a definite 
number of calls each week. Each day 
the score was corrected up to date. 
The competition stimulated the mem- 
bers of the staff and they responded 
enthusiastically to the campaign. 


Pickhardt Agency Head 


E. L. Pickhardt agency, Minneapolis 
representatives of the Connecticut Mu- 
tual Life, is one of a group of agencies 
showing an increase in sales during the 
first six months. The volume of the 
agency’s life insurance sales, on a paid- 
for basis, is now 59.2 percent greater 
than during the corresponding period 
in 1931. , 

More than half of the Connecticut 
Mutual agencies, or 31 out of 56, have 
achieved substantial increases in paid- 
for business during the first six months 
of this year. 


Lockwood Gains 25 Percent 


Volume of sales of the S. P. Lockwood 
agency of Portland, Ore., representing 





Sse i ws 








» 1932 
—————, 


Central 
179,177, 
. The 
shows 
tal and 
chicago 
7 capi- 
al Life 
nd $1,- 
ife of 
650,544 
wife of 
199,349 
wife of 
$201,- 
ngland 
Ss, and 


its 


aS an- 
O gov- 
Million 


May 1 
eligible 
ust be 
b year 
ership. 
rmined 
<d and 
A fe- 
ercent 
either 


result 
n was 
talk. 
agent 
lefinite 
h day 
date. 
mem- 
yonded 








August 5, 1932 


LIFE INSURANCE EDITION 15 








the Connecticut Mutual Life, gained 25.5 
percent in the first half of 1932. 


Has Political Contest 


The O. P. Schnabel agency of the 
Jefferson Standard Life at San Antonio, 
Tex., is taking advantage of the political 
situation to strengthen the morale of 
the sale force. The agents have been 
divided into two groups and the lead- 
ers listed as candidates for president, 
and the members of their respective 
groups listed for the lesser political of- 








fices. Each $1,000 policy sold counts 
for 1,000 votes. Although this has come 
immediately after two other drives, the 
results have been very gratifying. 





Must Return $6,789 


ST. PAUL, Aug. 4—Kay Todd, for- 
mer general counsel Modern Life, must 
return $6,789 to the company, the dis- 
trict court here has ruled. The company 
sued Todd over a year ago for a re- 
turn of what it claimed was illegal com- 
missions which he received. 








LIFE AGENCY CHANGES 





O’Keefe Appointed Manager 


Connecticut General Life Announces 
Plan for Its New Branch Office 
at Detroit 





The Connecticut General announces 
the establishment of a branch office in 
Detroit with T. F. O’Keefe, manager. 
He entered the employ of the R. G. 





O’"KEEFE 


THOMAS F. 


Dun & Co. in 1907, after his gradua- 
tion from school and served as man- 
ager in Grand Rapids, Kalamazoo and 
Detroit, During these years Mr. 
O’Keefe also studied law. In 1923 he 
entered the life business as sales man- 
ager for Johnston & Clark, state agents 


for the Mutual Benefit Life. Mr. 
O’Keefe has lectured extensively on 
business life insurance, salesmanship 


and credits. He is president Detroit 
Life Underwriters Association; direc- 
tor, Scott-Shuptrine Co., Eastern Paper 
Box Company, and vice president, 
Ms olverine Marble Company, all of De- 
Toit. 





Clifford H. Orr 


The Pacific Mutual Life has ap- 
Pointed Clifford H. Orr general agent 
at Philadelphia for the life, non-can and 
commercial accident departments. Mr. 
Orr has been in the life insurance busi- 
Ress since his senior college year and 
has been successful in personal produc- 
tion. He graduated from Wharton 


ae University of Pennsylvania, in 





Ed Shoemaker, T. G. Mason 


Ed Shoemaker has been appointed 
Seneral agent at Peoria, Ill, for the 
Abraham Lincoln Life. He has had 30 
years’ life insurance experience and for 
Wen years was Peoria manager for the 

estern & Southern Life. In addition 
to. building a successful agency and 
Taining a number of men who hold 
Very important positions with that com- 
pany, Mr. Shoemaker is a strong per- 
Sonal producer, with approximately 


$300,000 personal business the first half 
of this year. 

T. G. Mason has been appointed gen- 
eral agent at Cedar Rapids, Ia. For 27 
years he was Cedar Rapids general 
agent for the Guaranty Life and built 
up an agency with an average annual 
production of $1,200,000. 


Paul T. Bearer 


The Atlantic Life has appointed Paul 
T. Bearer general agent at Tampa, Fla. 
Mr. Bearer was formerly unit manager 
there for the Sun Life of Canada. 
Originally from Johnstown, Pa., he was 
engaged in the banking business there 
for some time before going to Florida. 
His territory at Tampa will include sur- 
rounding counties. 


E. D. Aldrich 


E. D. Aldrich, formerly a successful 
member of the agency force of the 
Minnesota Mutual Life, but recently en- 
gaged in other business in Dallas, has 
been appointed general agent of the 
Minnesota Mutual for the oil fields with 
headquarters at Tyler, Tex. 


J. V. Whiteside 


J. V. Whiteside of St. Louis, who has 
represented the group department of the 
Missouri State Life in the east and 
southeast for the last six years, has 
been appointed assistant manager of the 
Cleveland office. Recently it was an- 
nounced that E. D. Finch had been 
appointed Cleveland manager. For the 
last ten years Mr. Finch has been man- 
ager at Newark, N. J. His son, Ernest 
D., Jr., succeeds him at Newark. 














George P. Lydens 


George P. Lydens has been appointed 
general agent of the Abraham Lincoln 
Life and is forming a new and first 
agency at Sandusky, O. Fora year he 
has been associated with T. G. Murrell, 
manager of the life department of Fred 
S. James & Co. in Chicago. Mr. Lydens 
is a brother of Miss Joy Luidens, secre- 
tary to Walt Tower, managing director 
of the Chicago Association of Life 
Underwriters. 





Life Agency Notes 














The New England Mutual Life has 
been licensed in Texas. Headquarters 
will be established with George N. Posey 
in charge. 

J. F. Carter, formerly with Swift & 
Co., is now district agent for the Re- 
liance Life with offices in the Marion 
building, Augusta, Ga. 

The Metropolitan Life has promoted 
two to assistant managers in New Jer- 
sey—C. R. Harbert at Woodbury, and 
Charles Logioio at Union City. 

S. Allen Cohen, formerly with the Met- 
ropolitan Life, is now district agent of 
the Mutual Life of New York, with offices 
in the Masonic building, Augusta, Ga. 

Roy Ellis has been appointed manager 
for the Metropolitan Life in the L’Anse, 
Mich., district, succeeding Ray Ross, who 
has resigned to establish an agency for 
the New York Life, covering the Copper 
district. 

Irving W. Myers has been named Des 
Moines, Ia. assistant manager of the 
Prudential ordinary agency. J. C. Clapp 
is manager. Mr. yers was district 
manager of the Equitable Life of lowa 
in Columbus and Dayton, O., for three 
years. 











TOP-NOTCHERS 


Bankers Life Salesmen Who Have Achieved Success 
Through Consecutive Qualification in Our 
Highest Honor Organization 





R. P. TUCKER 
ELGIN, ILLINOIS 


PRESIDENT'S PREMIER 
1927 - 1928 - 1929 - 1930 - 1931 


CLUB 


BANKERS LIFE COMPANY 


GERARD S. NOLLEN, President 


Established 1879 Des Moines, lowa 
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“Agents are extremely fortunate”— 


Reap this statement made by the judges of the 1931 Insurance 
Advertising Conference Exhibits, United States and Canada: 


“Southland Life’s contribution, “The Little Red Book,” is an 
admirable piece of work. It incorporates not only direct mail 
help, but sales help in almost every phase—to which the adver- 
tising department has a connection. 


“The judges were impressed with its completeness and useful- £ 
ness. It was their opinion that ‘agents are extremely fortunate p 
who have this kind of home office support.’ 

“It is with the full measure of recognition that we give this ¥ 
entry an Honorary Citation.” 


every modern aid to agents, write Clarence E. Linz, First Vice 


[: you are interested in an agency contract with a company vie | 
President, or Cor. W. E. Tatsot, Agency Manager. 


Southland Life Insurance Company 


Harry L. Seay, Pres. Dallas, Texas 
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Stewardship 


HE Mutua. BeEnerir is justly proud of its 

record of stewardship, for funds entrusted to 
its care have been conserved and wisely in- 
creased. Neither war, nor plague nor panic has 
prevented the performance of its contracts. And 
in that constancy there is confidence that mem- 
bers of the Company will continue to find safety 
in Mutual Benefit protection. New policies being 
issued daily are contractual obligations and will 
further demonstrate the unchanging character 
of Mutual Benefit security ... the first law of 
a life insurance company is security. 


The MUTUAL BENEFIT 
LIFE INSURANCE COMPANY 
Newark, New Jersey 






































One of the 22 Sales Plans 


now used by the fieldmen of the 
company that is 100% strong finan- 


cially today! 


We will send you a copy of these sales 
plans if interested. 


o—__—__—_—9 


The Bankers Reserve Life Company 


—————0MAHA, NEBRASKA—- 


WALTER G. PRESTON, President 




















LIFE COMPANY CONVENTIONS 





Convention on Board Ship} Agents Lick “Kid Depression” 


Lamar Life “All Star” Club Holds Ses- 
sions in Gulf, Stops at Vera Cruz, 
Mexico City. 


Members of the “All Star” club of 
the Lamar Life began their annual con- 
vention cruise July 30, sailing from New 
Orleans on the “Atenas” for Vera Cruz, 
Mexico. Business sessions were held 
aboard ship en route to and from Vera 
Cruz. The party went by rail from 
Vera Cruz to Mexico City for a three- 
day visit. Thursday at a banquet, they 
were addressed by F. A. Williams, first 
consulting actuary Lamar Life, now 
manager and actuary of “La Nacional,” 
and Sr. J. L. Requena, president of 
La Latino Americana, representing the 
only two life companies with home 
offices in Mexico City. The theme of 
the convention was “The Paying Invest- 
ment of Life Insurance.” 

The first business meeting on board 
ship was opened by Dr. J. O. Segura, 
vice-president and agency director, who 
discussed “Our Investment in You.” 
The remainder of the day’s program 
was: “Making Our Investment in Life 
Insurance as a Profession Pay Good 
Dividends,” by Walt Watts, special 
agent of Mississippi; “How the Com- 
pany Invests the Policyholders’ Pre- 
mium Deposits,” by P. K. Lutken, 
executive vice-president; “Staying In- 
vestments Are Paying Investments,” by 
W. D. Owens, vice-president and sec- 
retary; “Investing in an Agency,” by 
Ran Schlater, general agent of Missis- 
sippi, and sales subjects by several 
agents. 

The last business session aboard ship 
from Vera Cruz to New Orleans will 
be an organized sales session, led by 
Harry O’Steen, agency superintendent, 
in which leading agents will give actual 
sales talks that have produced results. 
During the afternoon session “The Se- 
curity of Life Insurance” will be dis- 
cussed by Rex B. Magee, advertising 
manager, and special meetings will be 
held separately for general agents and 
special agents. The party will land in 
New Orleans Aug. 9. 

John W. Hix of Midland, Tex., was 
named president of the All-Star Club of 
the Lamar Life for his record on 
volume of business, amount of gross 
premiums and his persistency record. 
Other officers are: W. E. Watts, Brook- 
haven, Miss., first vice-president, Clar- 
ence Buckley, Jackson, Miss., second 
vice-president; T. H. Cutrer, New Or- 
leans, third vice-president. 

Welty conservation medals were 
awarded at a banquet in the Geneva Ho- 
tel, Mexico City, to R. O. Hardy, Co- 
lumbus, Miss.; J. W. Hix, Midland, 
Tex., and W. W. Ford, Jr., Jackson, 
Miss. The awards were made by F. A. 
Williams. 


Farrington at Denver 
DENVER, Aug. 4.—E. Farrington of 


| Philadelphia, educational specialist of 


the Provident Mutual, was here last 
week conducting a study course for new 
men who are working under the super- 
vision of George N. Quigley, general 
agent. 


Novel “Prize Fight” Feature Concludes 
Northwestern Mutual Agents’ Meet- 
ing in Home Office 


One of the interesting features of the 
annual meeting of the Association of 
Agents of the Northwestern Mutual 
Life at the home office was the “display 
of achievement” at the closing session. 
The stage was set with a boxing ring, 
showing “Kid Depression” in one cor- 
ner, somewhat the worse for wear. G. 
J. Kutcher, New York, chairman, and 
H. L. Cramer, South Bend, and H. L. 
Smith, Harrisburg, Pa., were in the ring 
alternately while seven outstanding 
agents were separately introduced to 
take a few punches at the “Kid” and 
then be quizzed as to how they had 
licked the depression. 


Many Agents Ahead 


Agents interviewed included H. L. 
Barnett, New York, who paid for $664,- 
833 in the year, making the largest in- 
crease over a three-year average in 
Class C; C. A. Phelps, New Berlin, N. 
Y., a city of only 1,100 population, who 
produced $550,670, a consistent producer 
who made the leading agents’ card for 
143 consecutive months; S. D. Gunn, 
Middlesboro, Ky., who secured 22 com- 
pleted applications in a special drive 
Feb, 29, leading all agents; W. A. Kant- 
lehner, Louisville, who paid for $599,- 
500 against $274,000 the previous agents’ 
year and won the Class D prize; F. R. 
Olsen, leading Minneapolis producer, 
who paid for $576,500 as against $521,- 
700 the year before; C. L. Egbert, Ke- 
wanee, Ill, an agent only since 1930 
and one of the youngest producers, who 
made the “Marathon club” of 100 lives 
or more with $317,167 paid business, an 
increase from $180,250. 

As an old agent making a great 
comeback, T. A. Peyser, New York, 
with the company since 1907, wrote 
$766,250 as compared with $80,000 the 
previous year. 

Dr. J. W. Fisher, veteran medical di- 
rector, appeared with gloves and ran 
“Kid Depression” out of the picture, 
assuring the agents cooperation of his 
department. 


Aetna Meeting in Colorado 


DENVER, Aug. 4—W. H. Dallas, 
assistant vice-president Aetna Life; 
Clyde F. Gay, agency secretary; N. M. 
De Nezzo and H. W. Florer, assistant 
agency secretaries; and a number ol 
home office officials attended a regional 
meeting at Troutdale-in-the-Pines, 
Evergreen, Col., this week. Chairmen 
of the various sessions were M. L. 
Seltzer, general agent at Des Moines; 
Elmer Abbey, general agent at San An- 
tonio, Tex., and O. T. Cropper, general 
agent at Topeka, Kan. F. E. Pence, 
Topeka, was toastmaster at the banquet 
and J. Stanley Edwards, Denver gen- 
eral agent, delivered the address of wel- 
come. The Aetna this year is holding 
four regional meetings throughout the 
country instead of two as in former 
years. 








Effect of a Binding Receipt 
on Liability of a Company 


The Ohio supreme court in Clutts vs. 
New York Life passed on a contested 
case where a binding receipt was issued 
and the first payment had been made 
in advance. The company contended 
that a doctor was consulted between the 
dates of application and delivery. The 
court says that it makes little or no dif- 
ference when the policy is delivered in 
view of the condition of the binding re- 





ceipt. It says that the court is in com- 
plete accord with the law announced by 
the court of appeals to the effect that 
“where the premium has been paid de- 
livery may be effected by delivery to the 
agent and delivery to the agent is ac 
complished by placing the policy in the 
mails directed to him.” Judgment for 
plaintiff is affirmed. 





J. E. Halterman has been appointed 
district director in charge of Cherokee 
county for the Great Western of Des 
Moines. He succeeds Gus Johnso. 
Headquarters are at Cherokee. 
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IN THE SOUTH AND SOUTHWEST 





Walmsley Louisiana Chairman 


Reorganized Commission Elects I. W. 
Gajan Secretary—Status of Mouton 
Still in Doubt 








NEW ORLEANS, Aug. 4—The 
Louisiana insurance commission, as re- 
constructed by the appointment of I. W. 
Gajan, New Iberia, by Attorney-General 
Porterie to succeed John D. Saint and 
the appointment of R. P. Woods, Sr., 
Lutcher, by Governor Allen to succeed 
Fernand Mouton, held its first meeting 
July 28 and reelected R. M. Walmsley, 
chairman and Mr. Gajan, secretary. 
When Governor Allen announced the 
appointments, he stated that Mr. Mou- 
ton would be employed by the state, “as 
an insurance expert owing to his long 
contact with the business.” Mr. Mou- 
ton, who was present at both the open 
hearing and the executive session, said 
that he was there to welcome the new 
commissioner. Chairman Walmsley 
stated, in answer to a question, that Mr. 
Mouton has no connection now with the 
commission. It is believed in insurance 
circles that Mr. Mouton is likely to be 
designated insurance representative in 
the office of the secretary of state at Ba- 
ton Rouge. 

Burial Societies Hit 

OKLAHOMA CITY, Aug. 4.—Dis- 
trict Judge Sam Hooker has held that 
the Oklahoma County Burial Associa- 
tion comes under the supervision of the 
state insurance department. This in- 
validates the 1929 law which was in- 
tended to allow groups to operate with- 
out coming under the jurisdiction of the 
department. 

This action places approximately 60 
burial associations, which can hardly 
qualify under existing insurance laws, 
under the insurance department, Com- 
missioner Read estimated. “A lot of 
red tape is necessary for them to qualify 
under the Oklahoma insurance laws, 





and I very much doubt if they can,” he 
said. The commissioner considers the 
opinion as covering all such firms. 


Continue Test Case 


The case pending in district court 
to determine whether the state insur- 
ance commissioner is exclusively em- 
powered by the Oklahoma laws to bring 
receivership suits against domestic in- 
surance companies, which was to have 
been tried July 28, has been continued. 

Warn Against Robberies 

OKLAHOMA CITY, Aug. 4.— 
Warning has been issued to all mem- 
bers of the Oklahoma Association of 
Life Underwriters against robberies of 
the cashier’s department. Four com- 
panies have been robbed after the offices 
were closed. As proportionately more 
cash is being received in life insurance 
offices, because of the increased post- 
age and tax on bank checks, more care 
in guarding against this hazard is urged 
by the association, according to Jose- 
phine B. Lincoln, secretary. Those 
robbed were the Connecticut Mutual, 
Mutual Benefit, National Life of Ver- 
mont and the Business Men’s Assur- 
ance. 





New Agents Start Well 


H. W. Pharr and H. H. Dawson re- 
cently appointed state agents in Ar- 
kansas, with headquarters at Little 
Rock, for the Peoples Life of Frank- 
fort, Ind., had a very satisfactory busi- 
ness during July, their first month with 
the company, writing close to the $100,- 
000 mark. 


Sales Congress Aug. 8-10 


R. C. Lowe, manager of southern 
agencies, Minnesota Mutual Life, has 
announced a sales congress for Okla- 
homa and Texas agents in Galveston, 
Tex., Aug. 8-10. President T. A. Phillips 
and Harold J. Cummings, vice-presi- 
dent, will be present. 








ACCIDENT AND HEALTH FIELD 





Gets Out Low Premium Form 


Continental Casualty Takes Advantage 
of the Depression Period and Will 
Stimulate Production 








The Continental Casualty has gotten 
out a new policy called the “Guardian 
Contract,” which it is selling at $1 a 
month up. It provides full monthly 
indemnity for total disability from in- 
juries for one year, starting with the 
first day of medical attention; full in- 
demnity for house confining sickness 
for six months, starting with the first 
day of medical attention; two months 
of the policy year for specified chronic 
and recurrent afflictions; one-half 
monthly indemnity for 30 days while 
under medical care for sickness that is 
totally disabling, but not house con- 
fining. In its natural form it pays for 
accident from the first day but does 
not pay for the first seven days of sick- 
ness. The first day coverage for sick- 
ness for male risks ages 16-49 and fe- 
male risks 16-44 may be obtained by 
attaching a rider. A  non-confining 
sickness rider liberalizes the non-con- 
fining sickness feature so as to make 
it pay full monthly indemnity instead 
ot one-half to 30 days. The initial pre- 
mium in all cases is twice the amount 
of the monthly premium. If the 
monthly premium is $1, the initial pre- 
mium is $2. It is a low price policy 
to enable agents to get business from 
almost anyone. 





Restricting Monthly Premium 





Pacific Mutual Discontinues Some 
Agencies Selling This A. & H. 
Form, Analyzes Cover 





LOS ANGELES, Aug. 4.—After 
making careful analysis of its monthly 
premium accident and health business, 
the Pacific Mutual Life has discontinued 
a few small agencies in districts where 
volume of such business was small and 
results unsatisfactory. Also, the com- 
pany is now extending its analysis of 
this business with the idea of weeding 
out that which is undesirable and of 
course looking to improvement in claim 
ratio. 


Pacific Mutual Appoints McKee 


The Pacific Mutual Life has appointed 
Charles M. McKee assistant manager at 
San Francisco in charge of accident and 
sickness production in the company’s 
non-cancellable and commercial divi- 
sions of its accident department. Mr. 
McKee was formerly manager of the 
accident department of the Rule & Sons 
agency in Los Angeles. : 

Leland C. Stearns, who has been San 
Francisco assistant manager in the acci- 
dent department, has resigned in order 
to devote his entire time to his personal 
business. 


Keep your name in the public eye with 
National Underwriter Calendars. 









Efficiency Is the Elimination 
of Wasted Effort 


Our policies increase your efficiency 

by saving time and effort—they 

meet the needs of desirable custom- 
ers and prospects. 









If you are interested in a permanent 
connection in Ohio or New York, it 
will pay you to investigate. 


JOHN M. HULL, 
President 


FRANK F. EHLEN, 
Director of Agencies 












BUFFALO MUTUA 
LIFE INSURANCE COMPANY 


Founded 1872 











ORGANIZE— 
‘to get into working order’’ 





Present-day conditions demand 
that the underwriter who desires to 
maintain production at a satisfactory 
level, be properly organized. 





The Interview Schedule, Prospect 
Bureau and Organized Sales Pres- 
entations provided by the Company 
have helped Guardian producers to 
organize their sales machinery on a 
result-getting basis. 





THE GUARDIAN LIFE 


ESTABLISHED 1860 


INSURANCE COMPANY of AMERICA 


50 UNION SQUARE -: : 


NEW YORK CITY 
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Policies for 1932 


A supplement of new, safety-first poli- 
cies, especially suited for 1932, has been 
included in The Franklin line of guaran- 
teed low-cost whole life, limited pay, en- 
dowment, and term policies. 


The new policies provide in useful 
combinations, maximum protection, mini- 
mum cost, automatic or optional con- 
vertibility, deposit privileges, income 
disability, double indemnity. 


The Franklin offers advantageous 
agency connections to eligible men. Write 
to Jos. W. Jones, Agency Vice President. 


The Franklin 
Life Insurance 
Company 


Springfield, Illinois 


























TRIPLE INDEMNITY LIFE INSURANCE 


NON-CANCELLABLE 
Weekly Accident Coverage 
combined in ONE contract for ONE Premium 
Agencies available in Conn., Del, D. C.,, Md. Mass., Mich, Mo. N. H, 


N. J., N. C., Ohio, Penna., R. I, S. C. and Vt. 
Inquire 


UNITED LIFE AND ACCIDENT INSURANCE COMPANY 


Concord, New Hampshire 








Monthly Income 


Insurance And How To Write It 
By Harry McNamer 
Price $2.00 


N this book Mr. McNamer 
emphasizes the widespread 
and the growing use of in- 
come insurance. He has been 
specific in showii how it will 
fit individual requirements. Mr. 
McNamer is a_ successful life 











underwriter, specializing in in- 
come insurance. 




















As SEEN FROM CHICAGO 





MANY GET C. L. U. DEGREE 


The percentage of C. L. U. candidates 
who passed the June examinations and 
won their designation was high in Chi- 
cago, there being 22 of 26 who passed 
all examinations. Four candidates passed 
the examinations but lack the experi- 
ence requirement. There were 58 per- 
sons who tried for the degree this year 
in Chicago. Prominent among those ob- 
taining the degree were John Morrell, 
associate manager, and Harry Steiner, 
agent, in the Sam Lustgarten agency of 
the Equitable of New York; G. B. Van 
Arsdall, field instructor of the Equita- 
ble; H. G. Walter, assistant general 
agent Penn Mutual; E. M. Schwemm, 
assistant agency manager Equitable; J. 
S. Halsted, assistant manager Equitable; 
G. L. Grimm, supervisor Northwestern 
Mutual; C. W. Foltz, agency assistant 
Sun Life, and L. H. Tracy, agency di- 
rector New York Life. 

x* * * 
FORMS POLICYHOLDERS’ LEAGUE 


There is much interest among insur- 
ance men in the activities of Charles 
Wilson, who is forming what he calls 
the Insurance Policyholders National 
Protective Association. He broadcasts 
every Friday evening between 5:45 and 
6 p. m. from radio station WCFL, 
which is operated by the Chicago Fed- 
eration of Labor. 

Efforts to reach Mr. Wilson or to 
learn much about him have been unsuc- 
cessful. Edward N. Nockels, vice-presi- 
dent of the Chicago Federation of 
Labor, states that Mr. Wilson is now 
in Washington and New York arrang- 
ing with statistical agencies to answer 
letters about companies. Wilson is at- 
tacking companies and the insurance 
commissioners, claiming that the two 
are in league to perpetuate insolvent 
carriers. 

Mr. Nockels states that Mr. Wilson 
has not been affiliated with organized 
labor, but has been in the insurance 
business. Mr. Nockels said he does not 
know what Wilson’s insurance connec- 
tions have been. Mr. Nockels said that 
his principal interest is in getting the 
money from Wilson for the time he is 
broadcasting. Mr. Nockels said that 
Wilson expects to broadcast every eve- 
ning after his organization is launched. 
Wilson, according to Mr. Nockels, will 
have headquarters at radio station 





WCEL, 666 Lake Shore Drive, Chicago. 

Mr. Nockels said that he had re- 
quested from Superintendent Hanson of 
Illinois the six months figures of insur- 
ance companies. “All I got was one of 
those evasive replies,” Mr. Nockels 
stated. “There are a lot of insurance 
companies that should be put out of 
business, and the insurance commis- 
sioners are in with them,” Mr. Nockels 
stated. “I understand that Wilson is 
going to go after them hard.” 

Mr. Nockels stated he did not know 
how Wilson is planning to finance the 
undertaking. He said he didn’t know 
whether a charge would be made for 
membership in the Insurance Policy- 
holders National Protective Association. 
He said that in addition to getting 
statistical agencies from New York and 
Washington, Wilson is also attempting 
to get such a service in St. Louis. 

x * * 
LOTHGREN’S GOOD WORK 


Eugene T. Lothgren of the Chicago 
general agency of the Northwestern 
Mutual is receiving congratulations on 
the success of the C. L. U. review 
classes that he conducted during the 
past year. He was director of the 
course conducted at Northwestern Uni- 
versity. Of the 41 in the class who took 
all or part of the examinations, 20 re- 
ceived full credit for all five sections. 
He also conducted a smaller review 
course in the Hobart & Oates agency 
for 10 men, five of whom qualified for 
the C. L. U. designation by completing 
the 1932 examinations. Incidentally, 
this agency leads all others in Chicago 
with 17 members who are chartered life 
underwriters. 

Mr. Lothgren attained the C. L. U. 
designation in 1929. Last week he was 
elected vice-president of the Associa- 
tion of Chartered Life Underwriters of 
the Northwestern Mutual Life at its 
annual meeting in Milwaukee. 

* * x 


MATRE IN LIFE BUSINESS 


F. J. Matre, who was vice-president 
of the Marquette National Fire of Chi- 
cago, has been appointed general agent 
for the Washington National of Chi- 
cago. He has headquarters at 122 South 
Michigan avenue with the Franklin 
Automobile Mutual, the main factor in 
which is M. E. Zinser, who was the 
promoter of the Marquette National. * 








NEWS ABOUT LIFE POLICIES 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 


Policy Literature, Rate Books, etc. Supplementing the 
Digest” and “‘Little Gem,” Published Annually in May and M 
PRICE, $5.00 and $2.00 respectively. 


“Unique Manual- 
arch respectively. 


—— 





Plan Liquidates Policy Loans 


Mutual of New York Devises Rewriting 
Method Which Does Not Demand 
New Medical 


The Mutual Life of New York has 
put into effect an arrangement whereby 
policies with heavy loans may be re- 
written for the face amount less the loan, 
without medical examination. The pol- 
icyholder loses none of his contestable 
rights but is enabled to cancel his loan 
and thereafter pay premiums on the 
amount of protection he actually has, at 
a rate corresponding to his attained age. 
The arrangement is expected to con- 
serve much of the business that would 
lapse on account of the heavy loans 
against it. Commissions, while less than 
the full scale, are substantial and de- 
sighed to reflect the work done by the 
agent in effecting the change. 

The plan calls for canceling policy 
loans in the type of cases where the 





policyholder can not or will not make re- 
payment. There are restrictions de 
signed to curb possible abuses but esset- 
tially the plan is simple and gives the 
policyholder every possible “break,” n0 
medical being required. It is expected 
to do a great deal toward curbing twist- 
ing and preventing lapsing of heavily 
loaned policies. 
Rules as to Eligibility 


For a case to be eligible the loan must 
be 10 percent or more of the face, and 
the last loan must be in force six months. 
If the loan is less than maximum, pro- 
vision is made for splitting the origin 
policy in two policies, of such size that 
one will have a maximum loan and the 
other will be free and clear, and at the 
old premium rate. The latter is kept ® 
force and the mortgaged contract 
canceled, a new policy being issued 1° 
the face amount less loan. On reissue 
policies on which a loan is canceled, # 
new premium rate is at attained age-, 

The policyholder does not lose his ™ 
contestable privileges. No medical & 
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amination is required unless change is 
made at the same time to a lower-pre- 
mium plan or double indemnity and/or 
waiver of premium is desired on the new 
insurance but was not on the original. 
However, no medical is required when 
the change is to ordinary life if the or- 
iginal policy was fully paid-up or a lim- 
ited payment contract of 20 or more pay- 
ments, nor is medical required for 
change to a higher premium plan. 


Managers Held Responsible 


Individual managers are held respon- 
sible for seeing the plan is not abused. 
Commissions are paid on a somewhat re- 
duced scale, with a view to compensat- 
ing agents for time spent on trying to 
save old business, but at the same time 
not to be a temptation to wholesale re- 
writing of policies on which there is a 
reasonable expectation that they will 
continue in force. 


Occidental. Life, N. C. 


The Occidental Life of Raleigh, N. C., 
has discontinued its present disability 





clause and is issuing a so-called “rehabili- 
tation clause.” Under the new plan, $10 
per month per $1,000 of insurance is pro- 
vided with a maximum liability of 54 
months and a six months exclusion 
period. The first payment to the insured 
is made at the end of the seventh month. 
Disability must occur before age 55 for 
either men or women. It will not be is- 
sued to male applicants over.age 55 nor 
to female applicants over age 50. The 
rates are not increased. 

The amount of monthly income dis- 
ability coverage, counting that carried 
in the Occidental Life and/or other com- 
panies, shall in no case exceed 60 per- 
cent of the average earned monthly in- 
come over a period of the three preced- 
ing years. 

The Occidental Life believes that the 
indeterminate duration of a small per- 
centage of the disability claims is the 
margin of safety that spells success or 
failure in the whole scheme of disability 
protection and that if a clause could be 
developed that would comply with the 
regulations of the ‘various states and 
would at the same time overcome the ob- 
jection of indeterminate duration, it 
would be safe to continue the writing of 
disability. 








NEWS OF LIFE 


ASSOCIATIONS 





Entertainment Plans Ready 


Californians All Set for Influx of Dele- 
gates to National Associa- 
tion Convention 





Members of the East Bay Life Under- 
writers Association of Oakland, Calif., 
joint hosts to the coming convention of 
the National Association of Life Under- 
writers in San Francisco, held a rousing 
pre-convention rally Aug. 3, 200 attend- 
ing to hear President T. A. Cox urge 
100 percent registration and attendance 
at the national sessions. There were 
brief inspirational talks by A. S. Hol- 
man, second vice-president National as- 





New President 











BURT H. WULFEKOETTER 


B. H. Wulfekoetter, new president of 
¢ Cincinnati Life Underwriters As- 
eciation, has served an apprenticeship 

10 years in that organization. The 
bast two years he has been a trustee 
and has served also as chairman of the 
tducational committee. As chairman of 
./§ Committee, he was a leader in the 
‘ormation of C. L. U. classes, various 
€s and extension courses in life in- 
surance and related subjects at the Uni- 
‘ersity of Cincinnati. For the past 10 
ea” Mr. Wulfekotter has been associ- 
Li with the Massachusetts Mutual 
cing in the L. C. Witten agency in Cin- 
anti He is a past president of the 
mcinnati chapter of Chartered Life 
nderwriters, 





sociation, B. F. Shapro, president San 
Francisco association and others. 

Every life office in San Francisco is 
being canvassed by a committee of the 
General Agents & Managers Association 
to stimulate registration. Agency heads 
are being requested to urge out of town 
agents to register early to facilitate this 
task when delegates arrive Aug. 15. O. 
C. LeBart, general agent New England 
Mutual, appointed the committee, which 
is cooperating with O. L. Zeus and T. 
A. Cox, joint chairmen of the conven- 
tion committee. 

All arrangements are completed and 
delegates are assured an enthusiastic re- 
ception and convenient facilities. Any 
delegate making advance registration 
will be shown to his quarters imme- 
diately upon arrival, and others will be 
speedily registered both at convention 
headquarters and for rooms. 

Transportation facilities for the all 
day tour Aug. 18 have been arranged. 
For golfers, P. M. Jost, chairman, re- 
ports all courses about San Francisco 
bay are awaiting the visitors and ar- 
rangements are complete. 

* * * 

Detroit—The Detroit association's an- 
nual golf tournament will be held at the 
Western Golf & Country Club, Aug. 11. 
Members will play for the Hugh E. 
VandeWalker trophy. 

* * * 

Indianapolis—Dr. S. S. Huebner, dean 
American College of Life Underwriters, 
addressed the last meeting of the In- 
dianapolis association on “Present and 
Future Business Conditions.” He also 
addressed a chartered life underwriters’ 
degree class. 

x *x* * 

Oklahoma City—The Oklahoma asso- 
ciation is holding a golf tournament this 
week. 

* * * 

Mississippi Coast—At the annual meet- 
ing of the Mississippi Coast association, 
the following officers were elected: Gil- 
bert Kennedy, Gulfport, president; Arthur 
A. Schfide, Bay St. Louis, vice-president; 
Fred B. Ferson, Biloxi, secretary-treas- 
urer (re-elected). 

x* * * 

Dayton, O.—Harry Cutler has been 
named president of the Dayton associa- 
tion. Other officers named are F. J. 
Blose, vice-president, and Mary Nyswon- 
ger, secretary-treasurer. Directors are 
George Lott, W. O. Cord, Walter Engels, 
Mason Lytle and F. J. Blose. 

* * * 

Cleveland—aAs a result of the success- 
ful sales congress held by the Cleveland 
association last winter another is sched- 
uled for this fall. Plans are well under 
way and the speakers list will be an- 
nounced shortly. 


x* * * 

Philadelphia.—The following commit- 
tee chairmen have been appointed by the 
Philadelphia association: Board, Allan D. 
Wallis, Equitable Life of Iowa; law and 
comity, Frederic G. Pierce, Connecticut 
General Life; program, Sigourney Mellor, 
Provident Mutual Life; house, Russell 























Home Office Building 


We Offer 


Policies for all ages, 1 day to 70 years. 
Children’s Policies with Beneficiary Insurance. 
Family Income Protection Plan. 

Disability and Double Indemnity. 

Surgical and Dismemberment Benefits. 


wr WON 


6. Both Participating and Non-Participating. 

7. Non-Medical—Sub-standard. 

8. Sales Planning and Circularizing Department. 
9. Producers’ Club. 

10. Special Monthly Premium Payment Plan. 


teen states West of the Missis- 
sippi River, Illinois and Florida. 


Write for a copy of “FIELD FEATURES” 


| Seon stat available in seven- 


James A. McVoy, President 


Central States Life 
Insurance Company 


HOME OFFICE: SAINT LOUIS 
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COATES & HERFURTH 
CONSULTING ACTUARIES 





DONALD F. CAMPBELL 
CONSULTING ACTUARY 
160 N. La Salle St. 
Telephone State 7398 
CHICAGO, ILL. 





L. A. GLOVER & CO. 
Consulting Actuaries 
128 North Wells Street, Chicago 
Life Insurance Accountants 
Statisticians 











J. Charles Seitz, F. A. I. A. 
CONSULTING ACTUAR 
Auther “A ts and Accounting 
Legal Reserve, Fraternal and 


228 Nerth La Salle Street 
Phene Franklin 6558 


eam 
Busineso— 
Ohlenge 














INDIANA 
= 
Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis, Omaha, Kansas City 
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HARRY C. MARVIN 
Consulting Actuary 
307 Peoples Bank Building 
INDIANAPOLIS, INDIANA 











ALEXANDER C. GOOD 


an 
800 Security Building, Kansas City 





MILES M. DAWSON & SON 
CONSULTING ACTUARIES 
500 Fifth Avenue New York City 
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W. Hergesheimer, Northwestern Mutual 
Life; membership, Alexander V. Tisdale, 
Connecticut Mutual Life; publicity, Alice 
E. Roche, Provident Mutual Life; attend- 
ance, Don R. Sidle, Girard Life; library, 
Irvin Bendiner, New York Life; Tri-State 
congress, Russell W. Hergesheimer, 
Northwestern Mutual Life; C. L. U. coop- 
eration, Alexander V. Tisdale, Connecti- 
cut Mutual Life. 

The Philadelphia association is now 
housed in its new and attractive head- 
quarters in the pent-house on top of the 
16-16 Walnut street building. The head- 
quarters consist of a board and commit- 





tee room, the office of the executive sec- 
retary of the association and a library. 
* Irvin Bendiner, New York Life, has 
been appointed chairman of the commit- 
tee on recodification of the Pennsylvania 
insurance laws of the Philadelphia asso- 
ciation. One of the problems which will 
be considered is the restatement of 
agenis’ license requirements. More strin- 
gent anti-twisting and anti-rebate laws, 
part-time agents, brokers, the use of 
short form questionaires in obtaining 
licenses with companies in order to 
place surplus business, are all problems 
which will be considered. 





Northwestern Mutual’s 
Are Reviewed by S. 'T. Swansen 


75 Years 








The address of welcome at the meet- 
ing of the Association of Agents of the 
Northwestern Mutual Life in Milwau- 
kee by General Counsel S. T. Swansen 
was reminiscent. Mr. Swansen, who 
delivered the address customarily given 
by the president, reviewed the North- 
western Mutual’s 75 years. 

The Northwestern Mutual was incor- 
porated in 1857 as the Mutual Life of 
the State of Wisconsin, being the only 
life company domiciled west of the Alle- 
gheny mountains. Of the 36 incorpora- 
tors, 15 were merchants, one being the 
father of Frances Willard; ten lawyers, 
four bankers, one of whom was also 
interested in lumber and railroads, two 
farmers, two hotel proprietors, two doc- 
tors and one newspaper editor. Nine 
at some time held legislative or exec- 
utive positions, and of these two were 
United States senators, one a governor 
and one a Wisconsin territorial treas- 
urer, Of the lawyers, five at some time 
occupied high judicial positions. 

The founders placed no straight-jacket 
on the Northwestern Mutual to hamper 
its growth and expansion, Mr. Swansen 
declared. The corporate management 
was permitted to conform to whatever 
situation had to be met and shows that 
the founders of the company were far 
in advance of the time in forecasting 
business and corporate needs. 

First Policy 1858 


The first policy was issued Nov. 25, 
1858, and in 1859 the home office was 
moved from Janesville to Milwaukee. 

In size, the company has probably far 
exceeded expectations, according to Mr. 
Swansen. By 1869, the assets more 
than satisfied the trustees and member- 
ship was three times as large as had 
been looked for. The executive com- 
mittee that year remarked that the ac- 
complishments would have been greater 
except for the company’s location, as 
business was not solicited in older com- 
mercial centers where wealth had been 
accumulated, but among the “hardy 
bone and sinew of the nation,” and 
while its policies were smaller, “its basis 
is broader and its foundations more 
stable and safe.” 

In 1859, the Northwestern Mutual en- 
tered Minnesota and in 1860 entered 
Iowa. After the civil war, it entered 
Illinois, Indiana, Michigan and Ne- 
braska and continued expansion until 
1912 when it entered Nevada. The com- 
pany withdrew temporarily from some 
of this territory and permanently from 
Alabama, Texas and Canada, Mr. Swan- 
sen said. 

Comparison Is Made 


Dividing the company’s history into 
three periods of 25 years each, the first 
period contributed 1.82 percent of total 
insurance in force; the second, 18.18 
percent and the third, 80 percent. The 
first period accounted for 3.56 percent 
of outstanding policies; the second, 
28.66 percent and the third, 67.78 per- 
cent. The first period contributed 1.93 
percent of admitted assets, the second, 
20.69 percent and the third, 77.38 per- 
cent. The first period gave 1.78 percent 
of the premium income, second 15.89 
percent and third, 82.33 percent.. Of 
funds contributed to policyholders, 
there was paid in the first period 1.65 





percent, the second 11.47 percent and 
the third, 86.88 percent. 

Modern conditions have developed 
many new uses for life insurance—cor- 
poration, business, funds for taxes, re- 
tirement, etc., Mr. Swansen pointed out. 
But whatever form life insurance may 
take, he said, the motivating urge back 
of them all is the implanted instinct to 
protect and provide for self and depen- 
dents. Some forms of insurance re- 
quire of the salesman specialized knowl- 
edge of finance, business, corporate or- 
ganization, management and the like. 
This fact should not discourage the 
agent young in service, he declared. It 
should be a distinct encouragement. In 
every occupation or profession candi- 
dates must go through a lean period 
of apprenticeship, but in the apprentice- 
ship period the advantage is all with the 
insurance solicitor, he said. 


Conservation Problem 


At present the company, he pointed 
out, is faced with the problem of con- 
servation. The problem must be faced 
with the professional rather than the 
commercial attitude, he declared. Con- 
servation programs are of great help, 
but many cases require individual and 





special treatment, he said. The business 
of a life insurance company is to insure 
lives and no life is insured unless the 
policy is first written and then con- 
served; and he who saves a life in- 
surance policy from lapse is in the true 
sense a savior of souls as well, he said, 
The Northwestern Mutual was born 
in a period of depression, he pointed out. 
It survived and has since passed, un- 
scathed, through alternate periods of 
booms and depressions, wealth and mis- 
ery, blind optimism and _ unreasoning 
pessimism. “With this background,” he 
said, ‘we can rest assured that the com- 
pany, in the full vigor of maturity, will 
continue on its way ever triumphant.” 


Legal Reserve Fraternals 
May Start Publicity Move 


At the forthcoming meeting of the 
National Fraternal Congress in Wash- 
ington, D. C., Aug. 8, one of the main 
topics to be discussed is an advertising 
campaign for fraternals on a legal re- 
serve basis. It is stated that the fra- 
ternals that have gone on an adequate 
rate basis and adopted the legal reserve 
plan feel that they have a distinct ad- 
vantage over the institutions that stil] 
continue the old system. It is thought 
therefore that the insurance people at 
least should know what fraternals are 
on the legal reserve basis and what 
ones are not. 


The Pan-American Life has appointed 
the following district managers: Hardy 
J. Durand, Lafayette, La.; Mrs. Pearl 
Cadenhead, Hattiesburg, Miss.; C. H. 
McEuen, Jackson, Miss.; E. T. Kirk- 
land, Macon, Ga.; W. E. Deaton, Green- 
ville, S. C. The Mississippi territory, 
assigned to Mrs. Cadenhead and Mr. 
McEuen, was formerly managed by E 
W. Dees of Jackson. Mr. Kirkland was 
formerly with the company at Mont- 
gomery, Ala. 





Clarence L. Ayres 
President 


Claris Adams 
Esxecutwe Vice-President 





clients’ Estates. 


ESTATES ANALYSIS 


HE AMERICAN LIFE INSUR- 
ANCE COMPANY maintains an 
ESTATES ANALYSIS DEPART- 
MENT which provides Agents with- 
out cost a complete Analysis of their 


It also draws all necessary docu- 
ments, including Trusts, Wills, Part- 
nership Agreements, Stock Elimina- 
tion Agreements, etc. 

This is only one feature of the 








AMERICAN plan of complete co- 





operation. 











AMERICAN LIFE 


INSURANCE COMPANY 
DETROIT, MICHIGAN 
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Automobile Radio 
Leads to Application 


“Say it with music” may soon become 
a slogan among life underwriters if 
others follow the lead of B. P. Autrey, 
member of the Birmingham agency staff 
of the Pan-American Life. For the 
charm of music, Mr. Autrey says, re- 
cently helped him close the sale of a 
$10,000 policy. 

A leader in the recent president’s 
month contest, Mr. Autrey was awarded 
as a prize a new model automobile 
radio. So when he takes his prospects 
to lunch or for a spin to get their 
minds away from business, he turns on 
his radio and supplements his sales talk 
with musical selections to be heard on 
the air at the time. 

Mr. Autrey’s first experiment was 
with a prospect with whom he had been 
discussing a $5,000 policy. The prospect 
liked the new form of “salesmanship” 
so well that he increased his application 
to $10,000 instead. 


Putnam of John Hancock 
Gives Views on Publicity 











“Advertising Age” recently had an 
article regarding advertising by life in- 
surance companies. It said: 

“A recent article by Roy Dickinson, 
quoting some statistics prepared by the 
Leon Livingston Advertising Agency of 
San Francisco, has attracted consider- 
able attention in the life insurance world. 
The Livingston analysis endeavored to 
show by charts and graphs that the 
four life companies which have done 
best during the depression are those 
which have been consistent national ad- 
vertisers during the past ten years. 

“One of the four companies cited was 
the John Hancock Mutual Life. When 
asked by the ‘Advertising Age’ to 
comment on the analysis, Henry H. 
Putnam, manager of the department of 
publicity of the John Hancock, said 
that he disliked to accept any statistics 
as conclusive. 


Tells About Expenditure Item 


“The analysis and tables,” he says, 
“deal with the sums spent in ‘adver- 
tising’ by life companies, but these fig- 
ures are abstracted from the annual re- 
ports, and include in advertising expen- 
ditures all printed material used by all 
of the companies, including the four 
national advertisers mentioned, as a part 
of their publicity work and advertising. 

“So,” says Mr. Putnam, “not all ad- 
vertising expenditures—in fact, only a 
comparatively small part of them—are 
in national advertising in magazines and 
newspapers. 

“Mr. Putnam also says ‘Naturally a 
certain portion of the advertising of the 
four companies is institutionally benefi- 
cial to life insurance as a whole, but the 
fact that in more recent years at least 
six additional leading life companies 
have come into the national advertising 
field, indicates that this share of the 
advertising bill is being borne by a 
larger number of companies; also more 
companies are finding it beneficial to 
themselves to ‘be known as national ad- 
Vertisers, if only for the good will and 
name publicity.” 

., though I am a strong believer in 
life insurance advertising for good will 
and name publicity,” said Mr. Putnam, 

I have never thought that its direct 
effect on production of business was as 
Steat as some have claimed. However, 
it does gives, in many cases, an addi- 
tional incentive to agents of the adver- 
using companies. The fact that a com- 
rad is known as a consistent national 
vertiser for the past ten years or more 
8 admittedly of benefit to the field.” 





: Notable Persistency Records 
. eventeen agents of the Central 
ates Life of St. Louis have persis- 





tency records ranging from 206 to 238 


weeks without a miss in production. J. 
E. Downsan and R. L. Wilkins of Mis- 
souri, John Ernest and R. T. William- 
son of Oklahoma and L. S. McQuarrie 
of Utah have each a string of 238 con- 
secutive weeks to their credit. G. W. 
Gable and M. I. Lewis of Oklahoma, 
L. W. Higley of Missouri and J. J. 
Raley of Arkansas are at the 237-week 
mark, 


Misconception Is 
Behind Many Loans 





(CONTINUED FROM PAGE 5) 


require that such bonds should be in- 
cluded in a statement at the depressed 
values would show a false position, for 
they do not represent intrinsic worth. 

Mortgages are also, quite properly, 
according to Mr. Wood, allowed to be 
included at book values. He said there 
are no ascertainable market values for 
these securities. If an attempt were 
made to dispose of a large block of 
mortgages on one day, it might be im- 
possible to sell them at any price. As- 
suming the security to be sound, how- 
ever, interest will continue to be paid 
and the mortgage paid or renewed at 
maturity, and this is all that a life in- 
surance company needs to consider. 

Preferred and common stocks, Mr. 
Wood stated, are purchased by life com- 
panies as permanent investments. They 
need not be sold any more than any 
other class of securities at any particu- 
lar time. Since the proceeds are not 
required to meet current obligations 
they need not be sacrificed in a period 
of depression. It is therefore logical, 
according to Mr. Wood, to permit them 
to be carried at figures related to in- 
vestment values rather than sales value. 
Authority to apply values averaged over 
a period has been authorized in the 
United States in every period of acute 
business reaction during the past 25 
years, he said. 

Show 12.9 Percent Yield 


A group of 248 issues listed by 
Moody’s Investment Service on May 2 
showed a yield at the market quotations 
of that day of 12.9 percent, Mr. Wood 
remarked. Obviously, he said, the prices 
were out of accord with the investment 
values of these stocks. Shares of many 
great corporations are now selling for 
less than the amount of the net working 
capital available for each share, he said. 
This means that such a company could 
pay off its entire indebtedness out of 
current assets, giving away its plant and 
equipment for nothing and still leave 
for common stockholders more cash for 
each share than could be obtained at the 
present market price. 

Mr. Wood went on to explain the 
safety in the interest earnings on re- 
serves. Reserves are valued on an un- 
necessarily severe basis, he declared, but 
this represents added security to policy- 

Iders. 

“Life insurance,” Mr. Wood declared, 
“was organized for stormy weather as 
well as fair. If policyholders continue 
to pay their premiums regularly, decline 
to cancel their policies, and restrict their 
loan privileges to legitimate uses, the 
companies will not only continue, as in 
the past, to meet their full contractual 
commitments, but will be able also to 
make a vital contribution to the restora- 
tion of prosperity through the medium 
of their enormous investment power.” 


New West Virginia Compendium 

The 1932-3 Underwriters’ Hand-Book 
of Virginia has come from the press of 
THE NATIONAL UNDERWRITER. It is a ready 
reference book of West Virginia insur- 
ance-wise. It gives the names of agents 
in all the towns and the companies they 


represent. It furnishes a list of insur- 
ance organizations, insurance compa- 
nies, general agents, field men. It gives 


statistics of the business in the state. It 
is chock full of interesting information 
and is a valuable reference book to any 
one who is interested in West Virginia 
from an insurance standpoint. 





THE IDEAL 
INVESTMENT POLICY 


Our “Seven Point Special’ policy contains the fol- 
lowing features: 


(1) A death benefit before 
age 60 


(2) An income at age 60 (guar- 
and anteed for 120 months), 
or: 

: ae (4) Cash Payment for $8,100 
(3) At age 60: paid-up life in- and paid-up life insurance 
surance policy for $22,920, for $10,000. 


There are valuable options in the event of discontinuance, viz, 
Paid-Up Endowment Insurance; or Extended Term Insurance 
plus Pure Endowment; or Paid-Up Life Insurance plus Cash 
Balance. 


or: 


Many people with money are looking for an investment—the 
“Seven Point Special” provides an admirable solution. 


Write, telephone or call at our nearest office for details. 


THE MANHATTAN LIFE 
INSURANCE COMPANY 


654 Madison Avenue at 60th St., New York City 


Founded 1850 Thomas E. Lovejoy, President 





Over Eighty-Two Years of Continuous Service 














General agencies 
await YOU 


Are YOU ready to 


enlarge your world? 
Splendid contracts — strong 
support—Council Bluffs, Iowa; 


Davenport, Iowa; Rochester, 
Minn.; Lincoln, Nebraska 


WRITE US BEFORE MAKING A CHANGE 


CEDAR RAPIDS LIFE INSURANCE COMPANY 


CEDAR RAPIDS, IOWA 
Jay G. Sigmund, Vice-President and 
Agency Director 


We have excellent General 
agency openings in Nebraska, 
Minnesota and Iowa. 


Cc. B. Svoboda, 
Secretary 
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the low-cost modified life 
contract copyrighted by -~~ 








The Lincoln National Life Insurance 


Company. Fort Wayne, Indiana. 











THE 


NATIONAL UNDERWRITER 


August 5, 1939 








«+. is maintained by Hotel Fort 
Shelby for the security, comfort 
and safety of its guests. Compe- 
tent House Physicians and a House 
Dentist are promptly availabie at 
all hours. 

When you visit Detroit next time 
drive direct to Hotel Fort Shelby. 
Alert attendants, at either entrance, 
will relieve you of your car and re- 
turn it at your command; it’s part of 
Fort Shelby courtesy . . . and without 
charge. Nominal garage tariffs. 
You'll be pleased by the complete- 
ness of this truly modern hostelry. 
The attractive yet restful lobby 
opens into many shops...such asthe 
Barber Shop, Beauty Parlor, Swed- 
ish Baths, Cigar Store and Haber- 
dashery, Drug Store, Western Union 
Office and Flower Shoppe. 

And you'll be delighted with 
Fort Shelby cuisine, service and 
tariffs in any of its three restau- 
rants. Breakfasts begin at 25c; 
luncheons as low as 35c. Dinners 
90c and upwards. Each of its 
900 rooms is equipped with servi- 
dor, circulating ice water and 
private bath. Radio 
for every room. 

Music and dancing 
every evening in 
the Main Dining 
Room ...no couvert 
charge. Rates as low 
as $2.50 per day. 


HOTEL J Or 


Shelb 


DETROIT 
“AGLOW WITH FRIENDLINESS* - 





Railways’ Status 
Surveyed by Dunn 


(CONTINUED FROM PAGE 3) 


their schools and local governments, 
and they will be forced either greatly 
to reduce their school and local govern- 
ment expenditures or to get the neces- 
sary taxes from other sources. This 
destruction of railroad securities and 
property, this permanent reduction of 
railroad employment and purchases, and 
the changes in taxation necessitated 
would constitute influences adverse to 
economic recovery, the effects of which 
would be severely felt in every part of 
the country for years. 


Government Mainly to Blame 


“That there is serious danger of the 
prediction made by Senator Couzens 
being fulfilled is unquestionably true; 
but as a student for more than a quar- 
ter century of every phase of our na- 
tional transportation problem I assert 
that if Senator Couzens’ prediction is 
fulfilled it will be due to continuance by 
our national and state governments of 
the most unfair and economically stupid 
policies ever applied to a great and es- 
sential industry in the history of this 
or any other country.” 

Railway managements and railway 
employes, Mr. Dunn contends, are doing 
all they can to awaken the public to 
the threatened debacle, but what, he 
asks, are railway investors doing? Prec- 
ious little by comparison, in his view. 


Affects Many People 


“There are,” he continued, “some two 
million direct investors in the industry. 


Two million is a large number of indi-. 


viduals, but it does not by any means 
reflect the effective strength of railway 
investors. A comparatively small num- 
ber of large holders are not investors of 
their own, but of other people’s money. 
They are the savings banks, the insur- 
ance companies, the trustees of educa- 
tional and charitable institutions, whose 
clients and beneficiaries number, prob- 
ably, at least three-fourths of the popu- 
lation. These are the least articulate 
investors in the railways. Most of them 
in all likelihood do not even know that 
they are investors in the industry, nor 
even know that they stand to lose heav- 
ily if the railways’ future should be 
what their enemies desire. 


Points Out Responsibility 


" “It is these inarticulate and, in fact, 
unconscious investors who must be 
stirred into action if the railroad situa- 
tion is to be improved and stabilized, 
and the institutional investors—trustees 
of the funds of these unconscious in- 
vestors—are the only ones who have 
direct access to them. They can, if they 
will, arouse this group to action in the 
railways’ behalf and if they will do this, 
the railway problem should be quickly 
solved.” 

“What do the railways want?” the 
interviewer asked. The answer to that 
question, according to Mr. Dunn, is 
simple. All they seek is equal treatment 
for themselves and their competitors at 
the hands of the government. Specific- 
ally he sets forth six necessary changes 
in present governmental policies in 
dealing with transportation: 


Sets Forth Six Changes 


“1. Withdraw from the interstate 
commerce commission and all state com- 
missions all power to regulate rates ex- 
cepting to correct and prevent unfair 
discriminations. In 1910 freedom to 
initiate rates was taken from railway 
officers by giving the interstate com- 
merce commission power to prevent 
proposed changes, and that power has 
been more and more abused by the 
commission to restrict railway earnings 
in periods of prosperity until we are 
now confronted with the inevitably con- 
sequent railroad financial debacle in a 
period = nappa 

“2. Apply by appropriate legislation 
the-same prohibitions and penalties re- 





Miletus Garner Offers 
Prosperity Prizes 


Miletus Garner of Youngstown, 
O., manager of the Ohio State 
Life, believes in more optimistic 
talk and cheerful conversation. 
He has been offering to his agents 
a cash prize for the best 20 affirm- 
ative single sentences indicating 
return of prosperity, quoted from 
any newspaper. This has brought 
a symposium of many sentences 
which indicates a better business 
feeling. Mr. Garner called atten- 
tion to the fact that the Cleveland 
“Plain Dealer” ran a front page 
story with a carry-over of one 
column in which dispatches were 
printed from all over the country 
showing that business was in bet- 
ter shape. He thinks encouraging 
stuff of this kind breeds hope and 
kills fear. 














garding unfair discriminations to all 
carriers by water and highway that are 
now applied to the railways, and require 
them to be enforced against all other 
carriers by the same authorities that are 
now required to enforce them against 
the railways. 


Should End All Subsidies 


“3. Withdraw every vestige of sub- 
sidy from all carriers by forcing them, 
by appropriate national and state leg- 
islation and administration, to pay suff- 
ciently for the use of waterways and 
highways to relieve the public of all 
taxation now borne by it, resulting from 
the use of public property for transpor- 
tation for profit in competition with the 
railways. Neither in equity, law nor 
sound economics is any person or cor- 
poration entitled to use public property 
for private gain without paying the pub- 
lic full compensation for such use. 

“4. Give to the railways by appro- 
priate legislation the same rights to 
operate trucks and buses upon the high- 
ways and boats upon the waterways as 
are given to any other company. 


U. S. Barge Line Cited 


“5. Withdraw the federal govern- 
ment from the operation of its barge 
line upon the Mississippi river system. 

“6. Either apply to all industries 
comparable legislation regulating the re- 
lations between employers and emz- 
ployes, or repeal the railway labor act 
and give railway managers the same 
freedom in dealing with employes as 
managers of other kinds of business 
have. 

“The large institutional investors,” he 
concludes, “must come out of their 
bomb-proof cellars and, cooperating 
closely with each other, assume the 
leadership of the forces at their com- 
mand.” 


Interest Shown 
in the Project 


(CONTINUED FROM PAGE 5) 


to be paid by policyholders, whereas 
Equitable in its offer figures interest 
rate at but 3% percent. 

It is understood that Kentucky Home 
Life is willing to meet the Equitable in 
the matter of 3% percent on interest 
against liens, and will probably amend 
its offer on that basis. 


Would Rehabilitate Missouri State 


The Equitable interests propose to re- 
habilitate the Missouri State, figuring 
that by so doing the value of the 148,050 
shares of its stock, held by Inter South- 
ern, would rapidly gain in value, thus 
improving materially assets of the 
Equitable, through restoration of the 
former high values of Missouri State, 
which for some years has been subjected 





to lack of parental control of a sound 
nature. 

The Equitable Life’s proposal has 
been filed with the Franklin county cir- 
cuit court as an intervening petition, 
while the policyholders mutualization 
plan was reported ready to be filed. 

Little or nothing is likely to develop 
until the Franklin county circuit court 
sets a date upon which to hear the in- 
tervening petitions, and to hear the 
Kentucky Home Life recite its comple- 
tion of an agreed program. 

It is hardly conceivable that the court 
would reject the programs outlined in 
the intervening petitions without giving 
them thorough consideration. 

Henry Johnson late today stated that 
the Equitable Life program has been 
enlarged to allow $1 per thousand of 
insurance renewed for a period of 20 
years to go to the policyholders, an item 
which alone would mean a great deal 
additional money for the policyholders. 
The Equitable has made a bid also for 
the Security Life of Chicago, which is 
in a receiver’s hands and which owns 
the Inter Southern. 


Sly Made Agency Manager of 
the St. Louis Mutual Life 


Thomas E, Sly, well known middle- 
western life sales executive, has entered 
upon his new duties as superintendent 
of agencies for the St. Louis Mutual 
Life. Prior to July, 1931, he was vice- 
president of the Citizens National Life 
of East St. Louis, Ill. He had charge 
of the agency forces of that company. 
When the Citizens National Life was 
reinsured by the American Bankers in 
July, 1931, Mr. Sly took a place on the 
board of the company and handled the 
affairs of its branch office in East St. 
Louis. 

The acquisition of Mr. Sly will en- 
able Vice-president J. C. Harvey of the 
St. Louis Mutual Life to devote his 
entire time to other home office duties. 
For some months he has been actively 
in charge of the agency forces because 
of the vacancy in the post of superin- 
tendent of agencies. He plans to leave 
St. Louis within the next few days to 
enjoy vacation in Wisconsin. 


Traylor with Northwestern National 


J. T. Traylor has been appointed gen- 
eral agent of the Northwestern National 
Life for central Indiana. For about two 
years he has been manager of the in- 
surance department of the Spann Co. 
general agents of the Midland Mutual 
in Indianapolis, and prior to that was 
for eight years with the Indianapolis 
office of the John Hancock Mutual, part 
of the time as a supervising auditor. 
Mr. Traylor was president of the In- 
dianapolis Association of Life Under- 
writers two years ago when the asso- 
ciation won the increase of member- 
ship cup put up by the National Asso- 
ciation of Life Underwriters. He has 
opened an office at 504 Guaranty build- 
ing in Indianapolis. 





Trip to Mt. Rainier for 
Delegates to Convention 


SEATTLE, Aug. 4.—A trip to Mt. 
Rainier and a luncheon on their returf 
will be tendered 140 delegates, following 
the convention of the National Associa- 
tion of Life Underwriters Aug. 16-19 9 
San Francisco, by the combined associ 
ations of Seattle and Tacoma. The 
train carrying the delegates will arrive 
at Tacoma Sunday morning, Aug. 2) 
where representatives of the two groups 
will meet them with 45 automobiles for 
their transport to and from Paradise 
Valley on Mt. Rainier. The train will 
stop in Seattle late in the day, so that 
this city and its environs may be s¢e®. 








National Underwriter Calendars 4° 
the best form of insurance advertising 
Write for details. 
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Family Income Plans Have Helped 
to Stimulate Morale of Agent At 
Time When Business Hard to Get 


With at least 75 companies issuing 
family income policies or riders, and 
rumors of more to come, the plan seems 
to be finding general acceptance among 
agents and buyers as the best solution 
devised for providing income insurance 
for the average business or professional 
man. 

The desirability of capitalizing one’s 
income has always been acknowledged 
but the cost for the average man was 
excessive. Unless he carried so much 
insurance that the income would take 
the place of his earning power if he died, 
he realized he was not carrying enough. 


Plans Have Stimulated 
the Morale of Agents 


Apparently the family income and 
similar plans are being accepted as a 
practical way of buying enough insur- 
ance without paying more in premiums 
than most people feel they can afford. 
General agents and managers find that 
such plans have done much to stimulate 
the morale of agents, inspiring enthusi- 
asm at a time when business has not 
been easy to get. 

The popularity of the plan should re- 
move what was at first considered one 
of the main objections to it, that buyers 
would not be made sufficiently aware 
that the income payments would be 
made only from death to the end of a 
specified time from date of issue of the 
policy. 


Most Policies Found to 
Conform to General Type 


A survey of all plans now in force 
reveals a fairly wide divergence in va- 
rious features, but there is a general type 
to which most of the policies tend to 
conform. If it were possible to evolve 
a composite contract containing the fea- 
tures which the majority of the plans 
possess, it would have a 20-year family 
income period, the premium at the ex- 
piration thereof being reduced to ordin- 
ary life as of age at issue. 

It would be in the form of a new 
policy rather than as a rider to one al- 
ready existing; the cash and other guar- 


anteed values would be somewhat re- 
duced during the 20-year period but 
would be reestablished at the end of the 
period if the insured survived. Discon- 
tinuance of the family income feature 
without lapsing the policy would cost a 
certain amount based on the difference 
in reserves of the two plans. 

Such a policy would pay excess in- 
terest on the family income payments 








to die during the 
period, and, if a participating policy, 
would probably pay dividends on the 
family income part of the premium. 
Among the forms brought out re- 
cently there are wider differences than 


were the insured 


among earlier plans. This is the result 
of an effort to remedy whatever may 
have been the shortcomings of some of 
the older contracts and make the new 
ones more completely adaptable to the 
primary purpose for which they are de- 
signed, that of furnishing income insur- 
ance to the average man. 

Some of the new forms provide that 
if death occurs during the period the 
income payments will continue for 20 
years from date of death, regardless of 











Prospect Analysis Is Made 








Illinois Life officials have examined 
130 cases of recent issue selected at ran- 
dom to determine what people today are 
the best prospects. The results are of 
interest. Fifteen classifications resulted 
from analysis of a general list, giving 
age, occupation and size of policy issued. 
Total .volume involved was about $248,- 
500, making the average policy $1,911. 
Average age of applicant was found to 
be 27% years. 


Classifications Disclosed 


Wherever there was more than one 
case falling in any occupation, a second 
classification was made; and in instances 
where an occupation was represented by 
only one case, it was placed under the 
heading “miscellaneous.” 

The classifications resulting were: 
Farmers and farm hands, students, 
salesmen, proprietors, managers and 
merchants, housewives and those whose 
occupation was given as housework or 
domestics, teachers, children other than 
students, physicians and surgeons, 
nurses, waitresses, clerks, chauffeurs, 
hotel employes, floormen and miscella- 
neous. 

Various Types in Group 


The latter group included a highway 
patrolman, restaurant employe, garage 
employe, maintenance man, dairyman, 
oil station attendant, book-keeper, auto 
worker, machinist, truck driver, cabinet 
maker, station agent, city engineer, em- 





balmer, grain buyer, butcher, service- 
station attendant, stockman and sub- 
station attendant. 

Farmers and students tied for first 
place, each with 19 cases; proprietors 
and housewives tied for second, each 
with 16 cases. Then came teachers and 
children tied with 10 cases apiece. 

Fourth were salesmen, and physicians 
and surgeons, each with four cases; 
fifth, clerks and chauffeurs, three cases 
apiece; sixth, nurses, waitresses, hotel 
employes and foremen, each two cases. 

Farmers led in volume with $51,000; 
proprietors second, $50,000; students, 
$24,000. 

From the standpoint of average poli- 
cies, physicians and surgeons led with 
$4,375, average age 29; proprietors sec- 
ond, with $3,125, average age 37%; 
farmers third, $2,684, average age 33%; 
salesmen fourth, $2,500, average age 35; 
clerks fifth, $2,333, average age 28. 

The remainder in order of rank were: 
Nurses, $1,500, age 22; chauffeurs, $1,- 
500, age 32; students, $1,263, age 14; 
children, $1,150, age 5%; housewives, 
$1,093, age 32; teachers, $1,050, age 25; 
foremen, $1,000, age 44; hotel employes, 
$1,000, age 20; waitresses, $1,000, age 
26, and misceilaneous, $1,894, age 33. 

It is significant that physicians and 
surgeons left an average policy more 
than double the average policy for the 
entire group. Five of the cases in the 
inquiry were cash refund annuities at 
age 60. 




















how many years are still left of the 
designated period. Others reduce the 
premium to the ordinary life basis with- 
out waiting for the end of the family 
income period, so that during the last 
few years of the period the assured is 
getting the extra protection at no extra 
cost as far as payment of premium dur- 
ing those years is concerned. 

The usual form provides for payment 
of 1 percent of the face per month from 
death to the end of the income period, 
when payment of the face value of the 
policy is made. 


Sees Two Big Pitfalls 
for Average Life Agent 











C. E. Hodgman of the Detroit agency 
of the Mutual Benefit Life says that as 
he looks around his own office he finds 
the two greatest pitfalls for most agents 
lie in, first, an adverse home influence 
and, second, the absence of a definite 
routine of work. It will be a big in- 
centive to work, he said, if an agent can 
convince his wife that the possibilities 
of the life insurance business are great 
and can bring her to realize the scope of 
her influence on his ultimate success or 
failure. Mr. Hodgman declares that 
she should not only realize what uncer- 
tainties and disappointments there are 
and effort is demanded but what op- 
portunities and rewards are ahead and 
what friendships can be made. 


Some Wives Are Ashamed 


One of the adverse influences, he 
declares, is the fact that some wives are 
inwardly ashamed of their husband's 
work, but he finds that it is most often 
a reflection of a husband's failure. He 
said, “If the new agent can give his wife 
an idea of the magnitude of the insur- 
ance business and its opportunities and 
can help her understand that worry and 
disappointment will often be their por- 
tion, and if he can enlist her aid in 
keeping him cheerful and prompt in the 
discharge of his duties, he will have 
made a valuable sale.” 


Definite Routine Is Needed 


Mr. Hodgman stresses the program 
of definite routine. There should be a 
definite plan of prospecting. People 
should be seen in a regular systematic 
way. 





Character-- 


public. 











The attitude of the insuring public toward the life insurance business and life insurance companies depends almost 
wholly upon the character and the behavior of those whose privilege it is to represent the companies before the 


No agent should attempt to induce an individual who is already insured—whether with his own company, or some 
other company, or the Government—to give up any policy he may have, in faver of another with hi« company. No 
verbal or written statements attacking other companies, their policies, or their agents, should be made. 
coverage to be presented should rest solely upon supreme need—not upon commission to be earned. 


Honesty, straightforward sales methods, strict adherence to promises, conscientious and intelligent service, good char- 
acter, industry, loyalty to self, client, and company—all these are the requisites that go to make up the desirable agent 
and that are essential to the preservation of the good name of the institution of life insurance. 


Selection of 











AMERICAN CENTRAL LIFE INSURANCE COMPANY 
Indianapolis, Indiana 
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Predicts End of 
Dec. 31 Measure 


(CONTINUED FROM PAGE 7) 


laws of a number of states. A fair 
value is obtained, he pointed out, when 
a seller wishes to sell but does not have 
to sell to a buyer who wishes to buy 
but is not forced to buy. Stocks and 
bonds are thrown on the market every 
day by institutions that have them as 
collateral and are selling out the owner. 
An actual sale therefore does not repre- 
sent the real value. Real estate today 
is sold only at forced sale. 

In insurance statements, Mr. Living- 
ston pointed out, a company can take 
credit for the amount of the loan on 
the property and even though foreclosed 
can continue to carry the roperty at 
the amount loaned for a period of five 
years. Asa result, real estate loans are 
fixed by the laws of the states, while 
the valuation of other securities is on 
an entirely different basis. 

Mr. Livingston said there is no such 
thing possible as making up a statement 
as of Dec. 31. On that day not one per- 
cent of the investment portfolio of a 
company is bought or sold, he declared. 


Agency Conferences Held 


D. M. Brovan, agency director, United 
Benefit Life, and Ray H. Hawkins, chief 
underwriter Mutual Benefit H. & A., 
conducted the annual agency conferences 
of these companies for western Michi- 
gan in Kalamazoo and in Detroit for 
eastern Michigan last week. 





Send for details of 
International Sales Club 


Much in opportunity and material. 
$3 a year. 
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USE THIS COUPON ! 


W. J. Wandrey, Agency Mgr. 
National Guardian Life Ins. Co. 
Madison, Wisconsin 
I would like details of your square deal 
contract. 
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Impressions of College Man in 
His First Life Insurance Week 








A young man who had graduated 
from college and spent one week as an 
employe of the Western & Southern 
Life at its head office wrote down some 
of his impressions. He said in part: 

“At school, if I were told to think 
about life insurance, I should have 
thought of it as something every father 
should take care to leave his family. 
Death was the determining factor then 
—and death right then was very far 
away, as I still foolishly think of it, no 
doubt. Having no immediate prospect 
of an income or a family then, I thought 
of it no more. 

“Just a week here, however, has 
shown me that the money paid at death 
is only a small part of life insurance. 
Endowments to provide for old age, to 
protect the mortgage and the business, 
as well as the provision for disability 
shows me that life insurance is of vital 
importance to the living. What is more, 
the question now appeals to me, because 
for the first time in my life I have dis- 
covered that I am trying to produce. 
I am after money instead of marks in 





my courses, and more money lies ahead 
of me instead of the intangible A. B. 

“The whole point that I wish to make 
then is that I have been shaken into a 
receptive and appreciative frame of 
mind. First, because I want to make 
money; secondly, because in the little 
work that I have done here I have seen 
what life insurance really is, and thirdly, 
because both of these determining influ- 
ences have come at the same time. 

“Common intelligence soon tells me 
that life insurance is a good thing, and 
that the sooner I establish myself on 
a regular earning basis the sooner I can 
start to practically anticipate the future 
and the cheaper and more productive 
my investment will be. 

“As an undergraduate at college with 
all the easy-going atmosphere of youth 
around me I believe that my practical 
desire to think of the future was too 
much to expect, but I also believe that 
I would do no credit to the education 
I received if I failed to adapt myself 
to the conditions of my new business 
ife. 








Value and Stability Seen 
By President John M. Laird 
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well-secured mortgages, have been sin- 
gularly stable and productive. ‘ 
The strong position of the companies 
is due in part to the inherent strength 
of the institution, growing out of the 
nature of the life insurance contract it- 
self, under which the incidence of claims 
can be foretold with amazing accuracy 
over a long period of time. The ample 
reserves, already set aside on most con- 
servative assumptions in regard to 
future mortality and interest earnings, 
constitute a definite guarantee for the 
fulfillment of all contract obligations. 


Smaller Volume of Business 
Serves to Increase Surplus 


It is well known among life insurance 
men that a large volume of new busi- 
ness puts a temporary financial burden 
on the company. During the first year 
the premium is not sufficient to cover 
acquisition cost, current death claims 
and the conservative reserve required by 
law. Conversely, in a time like this, a 
smaller volume of new business, al- 
though regrettable from the standpoint 
of the public, the field force and ulti- 
mately the company, has the temporary 
result of increasing the surplus at a time 
when the man on the street is interested 
in the financial strength of life insur- 
ance. 

In general, life companies have in re- 
cent months strengthened their cash 
position. They have maintained un- 
usually large balances in the banks and 
have purchased government bonds 
readily convertible into cash. During 
the past year the combined life insur- 
ance companies of the United States 
have taken care of all requests for cash 
and loan values and in addition have 
invested fully $200,000,000 in high-grade 
bonds. 

In the sale of life insurance, there are 
today two distinct trends. Many pros- 
pects, realizing the value of life insur- 
ance but hard pressed for funds, are 
seeking the maximum protection at the 
lowest cash outlay. They are buying 
ordinary life or term. Another more 
fortunately situated and equally impor- 
tant group, impressed by the shrinkage 
in their securities and other assets, are 
turning to life insurance policies with a 
large investment appeal. This has 
created an increased demand for life 
annuities and for insurance contracts 
providing an income in old age. 

Life insurance has always presented a 
fine combination of protection and sys- 





tematic saving. Today many people 
who are only mildly interested in in- 
surance protection are buying endow- 
ments and limited payment life chiefly 
because they want to put their money 
in a financial institution conspicuous for 
safety. 

The life insurance salesman of today 
is confronted with unusual difficulties. 
He must keep in constant touch with 
his old policyholders as their financial 
situation may change overnight. He 
frequently meets prospects who would 
like to buy but simply cannot find the 
premium. On the other hand, he finds 
everywhere a new appreciation of life 
insurance and a determination to obtain 
the maximum protection. The agency 
morale has been well-maintained and 
those who have adapted their selling 
methods to the changing conditions are 
looking forward to a substantial produc- 
tion in the remainder of 1932. 


Buffalo Mutual Life Shows 
Excellent Record This Year 
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where its efforts are now being concen- 
trated and from which all its new busi-. 
ness is coming. In New York there are 
two agencies in New York City, other 
agencies being located in White Plains, 
Newburgh, Albany, Little Falls, Syra- 
cuse, Binghamton, Buffalo and Roches- 
ter. Ohio agencies are at Cleveland, 
Sandusky, Akron, Canton, Columbus, 
Dayton, Cincinnati and Lima. The 
Puerto Rico agency is in San Juan. 


Has Conservative Investment Policy 


The conservative investment policy of 
the present management is responsible 
for a high degree of liquidity in its port- 
folio. With the exception of the home 
office property, which it owns, and 
$26,000 of real estate first mortgages, 
the balance of its assets consists of 
United States government bonds, and 
state, municipal and high grade indus- 
trial bonds, all marketable and readily 
convertible into cash. A large part of 
these bonds have been bought in the 
last eight months, and at almost the 
lowest point in the market. At present 
market quotations many issues already 
show an actual profit. 

Death claims are now being paid im- 
mediately upon receipt of due proof of 
death, whereas the custom of the as- 
sessment association was to pay claims 
90 days after receiving proofs. 

From a fraternal assessment associa- 
tion the Buffalo Mutual has come into 
immediate prominence by its record of 
activity coupled with the fact that it is 


the only old line mutual life company 
having its home office in western New 
York. Its board of directors includes 
some of the best known business and 
professional men in that section of the 
state. 

J. M. Hull, president of the company, 
is a prominent corporation attorney of 
Buffalo. Frank L. Beyer, first vice- 
president, is a well known Buffalo finan- 
cier, a director of the Erie Savings & 
Loan Association of Buffalo, treasurer 
of the Buffalo Deaconess Home and a 
director of the Buffalo Club. 

John C. Trefts, second vice-president, 
is president of Farrar & Trefts, boiler 
and tank manufacturers. He is a direc. 
tor of the Liberty Bank, the Marine 
Trust, and the Title & Mortgage Guar- 
antee Company, all of Buffalo, and the 
Bank of Hamburg, Hamburg, N. Y 


Has Excellent Directorate 


R. D.Young, treasurer of the Buffalo 
Mutual, is also second vice-president of 
the Erie County Savings bank. Other 
directors include G. H. Chase, secretary 
of the company; Dr. A. W. Hengerer, 
medical director; Victor Holden, man- 
ager and director, Morris Plan bank of 
Buffalo; J. C. Wagner, former treas- 
urer, Granger & Co., Buffalo; G. W. 
Curtis, owner Curtis Supply Company; 
A. R. Currie, wholesale paper broker 
and director Erie Savings & Loan As- 
sociation; Morris Goldstein, member of 
the law firm of Hull & Hammond; E. 
N. Blood, former auditor, New York 
Central; Dr. Almon H. Cooke, promi- 
nent physician and surgeon. 

Lloyd Thomson, graduate of the Uni- 
versity of Michigan actuarial school, 
class of 1921, and formerly actuary of 
the American Savings Life, is actuary. 


Policyholders Make 
Threat of Suicide 

















In this day of stress and storm, a few 
life companies have received letters from 
policyholders intimating that they might 
be compelled to commit suicide in order 
that funds be secured to meet obliga- 
tions and meet family demands. The 
policyholders would intimate that if the 
companies carrying the insurance would 
pay a certain percentage of the face 
value, money would be saved and the 
plight of the policyholders would be 
remedied. The Travelers received such 
a letter the other day the holder agree- 
ing to take one-third. of the face of the 
policy as a loan without the usual se- 
curity. The policyholder did not give 
his name but asked that an advertise- 
ment be inserted in the New York 
“Times,” the wording being stipulated. 
Instead of putting in the advertisement 
the Travelers published the following 
advertisement: 

“STATNS—Many men are today in 
equally distressing financial circum- 
stances but are making a brave fight. 
Buckle down and do likewise. Your 
moral support and affection will add 
more to the happiness of your family 
than monetary consideration so ob- 
tained. Your family would not approve 
of your proposal. Keep its respect. 
Signed: Zelevart.” 


National Underwriter Calendars 4° 
the best form of insurance advertising: 
Write for details. 


— 





CHANGE OF ADDRESS 


Subscribers should notify The 
National Underwriter promptly 
of change of address, taking care 
to write both name and address 
plainly. 

Under the new revenue bill the 
postoffice notices of change of ad- 
dress come under new and stricter 
rules and it is desirable that sub- 
scribers notify the publishers di- 
rect. Notices should be sent to 
A-1946 Insurance Exchange, Chi- 
cago. 

















